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Tus is Frank E. Hitchcox, who ao I Fe 


looks on Nature with a poet’s 

eye and listens to her teachings. 

Skilled with tools, he fashions elaborate bird 
houses. Then tells you with a smile, “I’m not 
through yet with this business of providing 
homes and security!” 


He has established financial security for more 
families than he can now remember. Forty 
years ago he joined the Minnesota Agency 
of The Union Central. Not because he wanted 
a job. Because he wanted a career. 


During that time, he made a good income by 
selling income. Set up his independence by 
making others independent. Then retired— 


= comfortably—after having made 
it possible for so many others to 
retire. 


Frank Hitchcox has had a life insurance 
career filled with the realization of ambition. 
The kind of career The Union Central 
makes it possible for all its agents to have! 


The Union Central is very proud of Frank 
E. Hitchcox and its many other agents 
throughout the country who have devoted 
their lives to the Company and its policy- 
holders. And the many years of faithful 
service they have rendered are not being 
forgotten by The Union Central. 


Money Every Month ... for the Agent 


Through a liberal Pension Plan devised by their Company, substantial monthly 
checks go to qualified members of The Union Central Quarter Century Field 
Club who have reached retirement age after 25 or more years of continuous 
service. This plan means security for The Union Central agent who has made 


a career of providing security. 


THe Union Central We surance 0. 


CINCINNATI, OHIO 
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. will be backed by powerful outdoor 
advertising this season. 


“7 7 By the same token, Great-West men are backed 


“a by a wide variety of ordinary life, 


annuity, group, and accident and health plans 


and policies designed to meet a multitude 
of needs . . . and of special interest to 
brokers and surplus writers. 


GREAT-WEST LIFE 


ASSURANCE COMPANY 


Ae a On Oh i a Gen WINNIPEG 





From Philadelphia to Seattle .. . from Halifax 


to Vancouver . .. Great-West Life representatives 
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Group Premium 
Total for ‘47 
Topped Billion 


L.LA. Survey Shows 
Greatest Gains Made 
in A. & H. Field 


More than 60,000 new employer units 
of group insurance were set up during 
1947, providing 10 million individual 
units of protection in the largest single 
year’s advance in group insurance on 
record, according to the Life Insurance 
Assn. of America’s annual survey. All 
types of group coverage are included in 
the survey, and the totals represent 
some duplication, as in a number of in- 
stances several types of protection were 
provided in the same organization and 
each type was counted as a unit. 

Total premiums paid by both em- 
ployers and employes for these volun- 
tary group plans of all kinds and for 
group annuities topped a billion dollars 
for the first time in 1947. The total 
was $1,157,700,000, as against $915,300,- 
000 in 1946 and $827,100,000 in 1945. 


Greatest Gain in A.&H. 


Greatest gains last year were in the 
A.&H, field, with some of these group 
disability coverages showing twice as 
many new policies issued as in 1946. 
Group A.&H. weekly indemnity plans 
were set up in 1947 by 10,900 firms and 
added 1,262,000 individuals to those with 
this protection. In 1946 the total of new 
plans of this type established was 4,820 
and in 1945 it was 3,264. 

Group hospitalization plans set up 
last year numbered 8,490, with 6,060 pro- 
viding coverage for dependents and the 
total of persons. protected being 
2,939,000. 

Group surgical benefit plans put into 
effect during 1947 totaled 7,630, with 
4,980 providing dependent coverage and 
the total number of persons covered be- 
ing 2,406,000. Group medical expense 
plans established during the year were 
1,990, more than twice the 1946 figure, 
with 380 providing dependent coverage 
and a total of 534,000 persons being 
brought under this protection. 

The total of A.&H. coverages of all 
kinds. set up during 1947, representing 
duplications in many cases where sev- 
eral types of protection were adopted 
by a single firm, came to 46,260 plans, 
giving 7,828,000 individual units of pro- 
tection. 


Group Life Rose Sharply 


Group life also rose sharply. During 
1947, new group life plans were estab- 
lished by 7,760 firms, giving $2,733,500,- 
000 of avaaaitien to 1,321,000 ‘workers. 
This did not include 1,600 group cred- 
itor’s life insurance plans set up,* cov- 
ering loans made by 883,000 persons, 
With an additional $294,300,000 of in- 
surance provided; nor 4,630 units of 
wholesale life insurance made avail- 
able by firms for 74,000 employes in 
the amount of $157,400,000. 

eoitt the start of this year, there were 

25,950 employer units of group in- 
surance of all kinds in force, providing 
60,171,000 individual units ‘of protec- 
tion. There is no means of determin- 
ing the net number of firms making 
group plans available to employes nor 
the number of workers insured, because 
of the duplication of coverages in nu- 
merous cases. ’ 

Taking individual types of group in- 


XUM 


McKinney of Nat'l 
of Canada Named 
N.A.L.U. Actuary 


Gordon D. McKinney, actuary for 
National ‘Life of Toronto, has been 
named actuary of 
National Assn. of 
Life Underwriters, 
effective Aug. 1. 

Mr. McKinney 
is a fellow of the 
Actuarial Society 
of America and the 
oe Institute 

Actuaries. For 
be i years follow- 
ing graduation 
from University of 

Toronto in 1932 he 
was a member of 
the actuarial and 
examination _ staff 
of the dominion insurance department. 
In 1941 he joined London Life of Can- 
ada as assistant to tthe life underwriting 
executive. Since 1942 he has headed 
National’s actuarial department and 
served as chairman of the underwriting 
committee. 

With National Mr. McKinney has 
had an active part in the introduction 
of a staff pension fund, revision of 
agents’ contracts, the establishment of 
an agents’ pension fund and the de- 
velopment of a persistency underwrit- 
ing program. In addition, he has been 
responsible for the approval and intro- 
duction of all policy forms and settle- 
ment options. He has represented his 
company on a number of important 
committees of the Canadian Life Of- 
ficers Assn. and is chairman of the ed- 
ucational committee of the council of 
the Canadian Assn. of Actuaries, 





G. D. McKinney 








surance, however, there were 39,310 
group life plans in force at the start 
of the year, covering 14,932,000 work- 
ers; 35,580 group A.&H. weekly in- 
demnity plans, covering 8,377,000 work- 
ers; 27,750 group hospital expense plans, 
giving protection to 7,110,000 workers 
and 7,080,000 dependents; 25,610 group 
surgical expense plans, protecting 6,529,- 
000 workers and 4,574,000 dependents; 
4,180 group medical expense plans, with 
852,000 workers and 246,000 dependents 
covered. . Group accidental death and 
dismemberment plans were provided 
for 4,979,000 workers by 24,330 firms. 

Material gains were also shown in 
group annuities, with 1,990 firms provid- 
ing these at the start of the year and 
1,732,000 workers covered by _ these 
plans. 

The total protection provided work- 
ers at the start of the year by these 
225,950 group insurance units has to 
be measured in varying terms because 
of the different types of coverage. There 
was $32,194,900,000 of group life; $905,- 
900,000 of group creditors’ life insur- 
ance; $590,000,000 of wholesale; $380,- 
700,000 of future annual income under 
group annuities; $162,100,000 weekly in- 
demnity under accident and_ health 
plans; $36,300,000 daily benefits under 


hospitalization plans, with 32,900,000 
daily benefits for dependents under 
these plans; $959,200,000 maximum 


surgical benefits, with $568,200,000 sim- 
ilar benefits for dependents; and $9,601,- 
000,000 accidental death and dismember- 
ment benefits. Medical expense plans 
have no measure of coverage. 

Included in the group life in force 
are 441 group-permanent contracts, cov- 
ering 431,000 individuals for $1,328,- 
700,000. This type of insurance is re- 
ported separately for the first time this 
year and is now written by 31 com- 
panies. - 

The figures on accident and health 
weekly indemnity insurance in force in- 

(CONTINUED ON PAGE 20) 


Harold R. Gordon, 
H. & A. Leader, 
Dies Suddenly 


Harold R. Gordon, 53, managing di- 
rector of H. & A. Underwriters Confer- 
ence, nationally known as a leader in 
the accident and health insurance field, 
died suddenly at his office in Chicago, 
just as he was ready to leave for home. 
Death was attributed to a cerebral hem- 
orrhage. 

Mr. Gordon had been associated with 
the conference for 27 years. He started 
with the organization as a statistician 
at Detroit and later was appointed ex- 
ecutive secretary after the headquarters 
of the conference were moved to Chi- 
cago in 1921. The scope of his work 
was steadily broadened with the growth 
and widening of the organization. When 
the conference expanded its activities 
four years ago he was made managing 
director. 

He graduated from Ypsilanti State 
Normal College, Ypsilanti, Mich., in 1915 
and taught school for two-years. He en- 
listed in the army in the first world war 
and served as a pilot. After his dis- 
charge in 1918 he was employed by the 
city of Detroit as a playground super- 
visor for six months and then entered 
Columbia University. Following a year 
there he was emploved by the Lincoln 
Motor Co. of Detroit betore assuming 
his work with the Conference. 

He was a member of the Casualty 
Actuarial Society and was active in 
many insurance, business and civic or- 
ganizations. 

Mr. Gordon had a personality that 
won for him a host of personal friends 
both in and out of the A. & H. business. 
He was regarded with real affection by 
officers of conference companies, which 
was demonstrated by the presence at 
the funeral Monday of scores of compa- 
nies, men from every section of the 
country, from Massachusetts to Califor- 
nia and from Florida to Minnesota. 

He is survived by his wife, a daugh- 
ter, and a son. The daughter is with the 
Washington National home office. 

V. J. Skutt, Mutual Benefit H.&A., 
conference president, announced in Chi- 
cago Tuesday that Miss Marie Meade 
has been named to serve as temporary. 
managing director and treasurer, in ad- 
dition to her duties as executive secre- 
tary, pending the selection of a suc- 
cessor to ‘Mr. Gordon. 


Bank Illustrates Plight 
of Today’s Bondholder 


The “Monthly Letter” of the National 
City Bank of New York tells how bond- 
holders have fared in the inflationary 
spiral. The net rate of interest earned 
by life companies is assumed as the 
average earning rate on a conservative 
investment fund. On a fund of $60,000 
an income of $3,000 was possible in 
1930. However, in 1947 the same fund 
would return about $1,700. Taking price 
inflation and income taxes into account, 
a bondholder in 1947 would have to have 
over $160,000 as a principal sum to 
realize a living standard that $60,000 
provided in 1930. 

It has been calculated that the $100 
realized today from a $75 savings bond 
purchased in 1938, will buy less than 
$75 would have brought in that year. 
And the 2.9% return on the series E 
savings bond is appreciably higher than 
the rates paid on government securities 
available to banks and insurance com- 
panies, rates which limit the interest 
accumulations which the latter safely 
allow on savings entrusted to them, the 
bank states. 








Women’s Benefit Assn. opened its an- 
nual convention in San Francisco Mon- 
day with approximately 3,000 registered. 


Army, Navy OK 
Free Insurance for 
Armed Forces 


Life People Regard 
Prospects for Ultimate 
Adoption as Fair 


WASHINGTON—Prospects for ul- 
timate adoption of ‘tthe plan for gratui- 
tous insurance recommended by the 
armed forces personnel board are con- 
sidered fair by life industry representa- 
tives who have been close to the proj- 
ect for some time. 

The plan, proposed as a substitute 
for National Service life insurance, has 
been approved by Navy Secretary Sul- 
livan and Army Secretary Royall, and 
is now being considered by Air Force 
Secretary Symington, If it receives his 
approval the plan will be submitted to 
the Treasury Department, which will 
speak for the coast guard and which 
would have to finance gratuitous insur- 
ance. Next step would be submittal to 
National Defense Secretary Forrestal. 

If and when all these have approved 
the project, it will go to the judge ad- 
vocate of the armed forces for prep- 
aration of the legislation necessary to 
put the plan into effect. Next step 
would be to secure approval of the bud- 
get bureau and attempt to obtain co- 
ordination with the veterans adminis- 
tration and other government agencies 
concerned. 


Approval Prospects Seen As Excellent 


Prospects for approval of the project 
by all the armed services are regarded 
as excellent by life men. However, 
some fear VA may fight it, as that 
agency did not endorse gratuitous in- 
surance when first presented by the 
joint army-navy personnel board, prede- 
cessor of the armed forces personnel 
board. At that time, Gen. Omar Brad- 
ley, now army chief of staff, was VA 
administrator. The present administra- 
tor, Gen. Carl Gray, may feel differently 
about the matter. 


Gratuitous insurance for members of 
the armed services in wartime was first 
suggested by the late H. L. McCoy, 
then director of insurance in VA. Har- 
old Breining, then VA finance director, 
now VA _ deputy administrator in 
charge of insurance, has stated that be- 
fore the recent war, he and other VA 
officials suggested ‘the idea of gratuitous 
insurance to the late President Roose- 
velt, but that he rejected it in favor of 
the contributory NSLI plan because so- 
cial security is on, a contributory basis 
and he opposed free social security, then 
advocated ‘by some. 





H. A. Holland to Coast 


Harry A. Holland, Jr., for the past 
two years in the home office group pen- 
sion department of Connecticut Gen- 
eral, has been transferred to the Pacific 
Coast group department and will be 
stationed in San Francisco as assistant 
to Group Manager Earl Unze in a su- 
pervisory capacity. 





James L. Rainey Resigns 


James L. Rainey, for the past 4% 
years Indianapolis manager of Great- 
West Life, has resigned. He will soon 
announce his future plans. 
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What One Agent 
Finds Effective 
In Selling Today 


An agent in his 50s, a successful man 
in his field, recently got back into pro- 
duction after several years. He is hav- 
ing a lot of fun. He was asked what 
kind of an approach he made, since his 
prospects are in their 40s and 50s. He 
finds that he is selling men in their 40s 
insurance on themselves. By no means 
have all of them completed their pro- 
grams. Some are woefully underin- 
sured. 

To the older men whose estates are 
in good shape he is selling insurance 
on children and grandchildren—to pro- 
vide an education or a wedding gift, or 
to maintain insurability. For example, 
the son of a friend is going to get mar- 
ried in the fall and has several years of 
medical training ahead of him. The 
prospect thought he had the agent be- 
cause he was already carrying $30,000 on 
the boy. The agent recommended an- 
other $20,000 and got the business. 


Can’t Buy out of Income 


The chief barrier to sales among 
older man with money is the lack of 
cash to pay for the insurance. After 
paying taxes, retirement income, and 
so on, they don’t have it. The agent 
points out the wisdom of taking it out 
of capital. If the prospect leaves it in 
capital as presently constituted it would 
face full estate tax penalties, whereas 
under the gift tax exemption a consid- 
able chunk of the property can be trans- 
ferred to a succeeding generation. 

The wife might predecease the hus- 
band 10 years from now, and he would 
not be able for long to take advantage of 
the $6,000 per year gift tax exemption. 
He would be late in his effort to trans- 
fer the property to the succeeding gen- 
eration. His wife can be expected to pre- 
decease the children or grandchildren, 
and she would be burdened with the 
estate tax. When her husband died it 
would likely be toc late for her to do 
much in the way of giving the property 
to the succeeding generation. 

On one case, the agent sold $72,000 
of insurance on three children, at $1,000 
apiece a year, in order to take advantage 
of the gift tax exemption. 





Show Life Company “45 
U. S. Income Tax Totals 


Treasury Secretary Snyder has made 
public a series of tabulations that, will 
appear.in the report “Statistics of In- 
come for 1945, Part 2” compiled from 
corporation income and declared value 
excess profits tax returns, excess profits 
tax returns and personal holding com- 
pany returns. 

The total number of life insurance 
company returns was 715 and the num- 
ber of returns with net income was 631. 
Of the latter the total compiled receipts 
were $1,434,651,000, net income $1,256,- 
610,000, total income tax $24,725,000, 
dividends paid in cash $32,289,000. 

There were 63 returns with no net in- 
come and of these the compiled total re- 
ceipts were $595,000. The deficit was 
$90,000 and dividends paid in cash 
$20,000. 


Returns from Agents 


The total number of returns from in- 
surance agents and brokers was 5,806 
and there were 3,903 returns with net 
income. Total compiled receipts were 
$213,151,000; net income $29,813,000; 
adjusted excess profits net income $3,- 
542,000; total tax $10,270,000; income tax 
$7,270,000; declared value excess profits 
tax $119,000; excess profits tax $2,881,- 
000, dividends paid in cash $11,592,000. 

Returns with no net income numbered 
1,689, total compiled receipts were $36,- 
453,000; there was a deficit of $2,254,000 
and dividends paid in cash were $104,000. 





Upholds Profit Motive in 
Hospital-Medical Coverage 





The “Rhode Island Medical Journal” 
wants to know what is wrong with the 
profit motive in the insurance business. 
The publication thinks it is a good 
strong motive for continuing to pro- 
vide the highest standard of living in 
the world and questions whether “the 
standards we have built by competitive 
methods can be continued and improved 
iby non-profit organizations.” 

What prompts the “Journal” to elabo- 
rate on this theme is the action of the 
Council on Medical Service of the 
American Medical Assn. in requiring a 
year’s operation of hospitalization and 
medical care plans underwritten by pri- 
vate insurers before such plans can get 
the seal of acceptance of the association. 


Not Required of Non-Profit Plan 


“Yet a non-profit plan does not have 
to meet such a requirement,” the ar- 
ticle points out. “Thus a new organiza- 
tion with no experience is considered 
more acceptable than Metropolitan Life 
which is participating in the Rhode Is- 
land plan.” 

Too much emphasis has been placed 
on the non-profit feature of these plans, 
the “Journal” believes, and the public 
has been left with the impression that 
the insurance industry is concerned only 
with the profits it may realize from its 
business. The non-profit hospitalization 
plans have been a tremendous benefit, 
but their greatest boon has not been the 
mere payment of hospital expenses but 
rather the education of the public gener- 
ally to the necessity for budgeting for 
a health need. “The hospital bed now 
competes cn an even basis with the ra- 
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KNOW THE L.U.T.C. 


The Life Underwriter Training Council of New York 
City is one of the key organizations of our business, yet 
it is so young that you may not yet be acquainted with it. 


America. 
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dio, the mechanical ice box, and other 
necessities or luxuries for a share of 
the worker’s pay.” 

One successful non-profit hospitaliza- 
tion plan of the Blue Cross type shows 
that in five years it paid out of the sub- 
scriber’s dollar 69 cents in benefits, 9 
cents in expenses, and 22 cents to sur- 
plus. There were no dividends to sub- 
scribers and no public taxes on the plan 
as imposed on insurance companies. 
Thus no major insurer could duplicate 
the operation, but if the non-profit plan 
had charged adequate ‘but not redundant 
rates it would have had a loss and ex- 
pense ratio not far out of line with com- 
mercial companies. 

As non-profit community institutions, 
hospitals have from the beginning of the 
Blue Cross program insisted on non- 


profit sponsorship of hospitalization 
plans. That insistence served to close 
the door to insurers to. participate 


equally in extending the scope ot hos- 
pital insurance. “The public was taus 
sold the idea that the only way tor low 
cost insurance was by a non-profit com- 
munity organization.” 

The medical care plans have followed 
a similar pattern. As a result, a pro- 
gram like that evolved by the Rhode 
Island Medical Society is excluded from 
the American Medical Care Plans or- 
ganization because it is not exclusively 
non-profit. Also the Council on Medi- 
cal Service has been persuaded to throw 
up a barrier against the insurance in- 
dustry “that borders on the ridiculous.” 

In face of rising hospital costs, the 
nonprofit plans find themselves in the 

(CONTINUED ON PAGE 19) 





The L.U.T.C. was brought into existence a little more 
than a year ago by the combined efforts of the National 
Association of Life Underwriters, the Life Insurance 
Agency Management Association, the American Life 
Convention, and the Life Insurance Association of 


Its purpose is to make available to life underwriters 
in all corners of the nation and with all companies high- 
grade institutional training. 
with, and not in conflict with, the training activities of 
individual companies, of campus training courses, and 
of the American College of Life Underwriters. 


L.U.T.C. classes will be held in approximately fifty 
cities in the eastern half of the United States in the 
1948-49 season. Attend one if you can. 


Insurance in Force—May 31, 1948—$363,578,312 
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Prudential Names 
Quillan 2nd V.-P.; 
4 Others Advanced | 


Prudential has elected Francis § 
Quillan 2nd vice-president. He will be 
in charge of both the ordinary policy 
department and the debit policy depart- 
ment, under supervision of F. Bruce 
Gerhard, vice-president. 

Mr. Quillan joined the company ig 
1933, immediately after graduating, 
summa cum laude, from Brown Univer- 
sity. He started as an actuarial student 
but left that field to undertake cost 
accounting and cost control systems 
work. He was largely responsible for 
the development of a budget system 
which is unique in insurance circles and 
which is said to have resulted in sub- 
stantial savings. 

In addition to the promotion of Mr. 
Quillan, Ralph J. Hasbrouck becomes 
general manager and assistant comp- 
troller. He is replaced as general mana- 
ger of the ordinary policy department 
by Thomas Allsopp, formerly, assistant 
personnel director. Other promotions 
were: Floyd H. Bragg to assistant di- 
rector of organization and staffing and 
Richard H. Booth to assistant general 
manager of the comptroller’s depart- 
ment. 


Finds 75% of Conn. Workers 


Have Sickness Insurance 


HARTFORD—Manufacturers Assn, 
of Connecticut has released a report on 
medical service in industry which indi- 
cates that 75% of the state’s factory 
workers are insured against costs of 
sickness incurred off the job. 

The report is based on a survey made 
at the request of the late Governor Mc- 
Conaughy, covering 461 companies with 
more than 271,000 employes. Of these, 
282 have cash sickness benefits covering 
204,621 persons. The plants surveyed 
are of all sizes, but more than 95% of 
the workers are in plants employing 
more than 25 persons. 

Only about 30,500 of the 204,000 in- 
sured workers pay all the costs of sick- 
ness insurance. Employers pay part of 
the cost for 174,000, the entire cost be- 
ing borne by 12 employers of 39,000 
workers. Other employes pay from 25 
to 99%. 

Workers in 419 plants totaling 264,000 
or 97% have hospitalization insurance, 
and 89% of their families are also cov- 
ered. 

The association said that the net op- 
erating cost of these programs in com- 
panies surveyed averages $10.52 per year 
per worker. It commented that smaller 
plants, which make up the bulk of in- 
dustry in Connecticut, show a strong 
tendency toward greater participation in 
such programs. A decade or two ago 
only the very large plants provided this 
service. 








Discuss Hospitalization 


The Group Managers Assn. of Los 
Angeles devoted its meeting to discus- 
sion of problems confronting the group 
insurance business, the major topic be 
ing the handling of hospital claims. It 
was decided to name a committee later, 
the function of which will be to present 
plans for establishing a clearing house, 
so that insured employes will get 
prompt admittance to and. treatment in 
hospitals without having to unwind so 
much red tape. 





Agency Is Renamed 


Following the withdrawal of Eber M. 
Provident Mutual’s Indi-’ 


Spence from 
anapolis agency to become agency vice- 
president of American United, Provi- 
dent appointed the firm of Shoptaugh & 
Barrett as general agents succeeding 
Shoptaugh, Spence & Barrett. A. Glenn 
Shoptaugh has represented the company 
in Indianapolis since 1930 and Wendell 
Barrett since 1939. 
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GETS RESULTS FROM 





Specific and Continuous 
Public Relations Effort 


NEW YORK—Mutual Life is con- 
ducting a continuous campaign to pro- 
yide information to newspapermen and 
radio commentators as one of its many 
public relations activities. The com- 
pany devotes considerable effort to the 
need for supplying fast, accurate and 
complete information to newspapermen 
concerning its own operations. In the 
process it has sought to be helpful to 
newspapermen in developing favorable 
articles about the business generally. 

This interesting activity came to light 
at the joint meeting of the Life Adver- 
tisers Assn. and the Institute of Life 
Insurance, in a paper prepared by Clif- 
ford B. Reeves, second vice-president 
of Mutual Life. ; 

On inquiry at Mutual Life, the follow- 
ing points and examples were devel- 
oped: 

Three Parts to Program 


The work of supplying information 
is grouped into three parts. One is the 
advertising campaign in trade papers 
read by the newspapermen. This at- 
tempts to acquaint newsmen with what 
the company is trying to do to help 
the public better understand the busi- 
ness of life insurance. 

Second is the arrangement under 
which members of the public relations 
division are ready at all times to answer 
requests for information. There are 
occasions when the men are telephoned 
at home after business hours. Stress 
is placed on supplying newsmen with 
quick, accurate complete information 
and to be as helpful as possible to them. 

Third is the close scrutiny of press 
clippings and radio transcripts that may 
discuss Mutual Life or the industry. 
What is watched for here is any criti- 
cism of the company or the industry. 
The entire home office and its field 
force also are alerted to watch for criti- 
cisms and to report them immediately 
to the public relations division. 


Brings Out the Facts 


In a number of instances, through 
some misunderstanding, a newspaper- 
man or a radio commentator has mis- 
interpreted the facts and told an er- 
roneous story. Where the company was 
not directly concerned, the public rela- 
tions division attempted to bring the 
facts to the attention of the newspaper- 
man or the radio commentator. How- 
ever, Mutual Life is careful not to inter- 
fere with the Institute of Life Insur- 
ance, whose job it is to watch for criti- 
cism of the industry. In such cases, 
Mutual Life talks with the offending 
newspaperman or radio commentator 
only when that person is known to Mr. 
Reeves or his associates. 

Several interesting examples were 
cited where Mutual Life was not pre- 
sented in too good a light. One was 
that of an implied criticism by a syndi- 
cated writer of the appointment of a 
trustee. The criticism was general. The 
writer complained that only representa- 
tives of big business seem to be ap- 
pointed on the boards of life companies. 
This practice, he commented, had the 
effect of continuing the big business 
hierarchy that directed the policies of 
the life companies. The writer con- 
tended that more public spirited men 
should be represented on the life com- 
pany boards because the companies are 


gowned by their policyholders. 
j- @ Better Understanding Resulted 


While Mutual Life was not mentioned 
by name, the article ran the same day 
as the announcement of the appoint- 
ment of a trustee. The writer was in- 
vited to lunch and the whole matter 
was discussed. A highly satisfactory 
understanding resulted and the colum- 


YUM 


nist was said to have commented that 
he now had a lot more respect for the 
business. 

(Claims cases sometimes produce un- 
favorable publicity because there are 
still a number of newspapers that lean 
toward sensationalism, and that have 
not forgotten the Armstrong investiga- 
tion and the T.N.E.C. hearings. Among 
some newspapers and radio commen- 
tators, big business and big companies 
are fair sport because it is popular to 
highlight an individual’s fight with a 
big company, no matter how wrong the 
individual may be. 

In the Mutual Life case a story ap- 
peared placing the company in a bad 
light and the implication was strong 
that the company was trying to beat 
the beneficiary out of the proceeds be- 
cause the policy was in effect for only 
a short time. 


Getting Facts to the Editor 


Immediately the company prepared 
a statement and sent it to its local man- 
ager with instructions to study it thor- 
oughly and then, if he, the manager, 
thought it wise, to arrange a visit with 
the editor and orally tell him the com- 
pany’s side of the story. There was no 
pressure brought for publication of a 
story to correct the impression already 
created about the company. The effort 
was simply to put the editor straight 
with the facts, which would serve as 
a background for the future. 

In some instances a company might 
De able to avoid poor public opinion 
by taking quick positive action. As an 
example, Mutual Life had a $10,000 


policy on the life of Mr. Blank. He 
disappeared. When the time had elapsed 
that the law regards as a presumption 
of death, the widow filed a death claim 
and the company settled. Several years 
later Mr. Blank turned up driving a 
laundry truck in another part of the 
country. The story, given front page 
treatment by some of the New York 
papers, contained the sentence that some 
years before the “widow” had collected 
a death claim under a life insurance 
policy. It was possible that an aggres- 
sive newspaper editor might see a story 
in that fact, the impression could have 
been left with the public that the in- 
surer would attempt to get the money 
back from the “widow.” 


Quick Action Taken 


The story broke Saturday morning. 
Company attorneys were immediately 
consulted and in an hour or two the 
Associated Press had a story on the 
decision of the company that it was 
satisfied with the claim settlement. The 
claim had been made in good faith, it 
had been paid in good faith, it was 
legal, and it would stand. 

‘Many newspapers carried the story. 
It undoubtedly did much to offset the 
impression that big companies have “no 
heart” and that you must fight them 
in court to collect a claim. The favor- 
able response to the story in itself thus 
became testimony to the need of more 
work of this kind. It also strongly 
emphasizes the need of getting credit 
when and where credit is due in order 
to multiply the favorable impressions of 
life insurance that the public obtains 
from its reading of newspapers. In this 
case of course criticism was prevented 
by acting in advance when a possible 
danger of poor publicity was evident. 

The purpose of Mutual Life’s effort 
has been to keep the facts straight. Most 
newspaper men have no ax to grind and 

(CONTINUED ON PAGE 20) 
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Agency Cooperation 


The Harry O. Rasmussen Agency at Newark has 
been presented with the President’s Award of the Com- 
pany. The selection is made by a non-agency committee 
of judges from the Home Office in recognition of the 
most outstanding all-around job performed by an agency 


Said President John A. Stevenson: 
important, not merely because it is based on the recogni- 
tion of the factors which contribute most to Company 
progress. It is significant because it is based on the 


“The qualification for this Award wasn’t merely the 
result of one specific advantage which this agency could 
claim. The committee took into consideration standards 
reached on a good many counts, such as getting new 
members into the agency and into production, progress 
of the second-year men and honors won in Company 


“The record was not written by lucky breaks in the 
way of unusual cases. It was written by the continued 
development and larger personal success of established 
members of the organization as well as the induction of 
new members of the agency during the past five years.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


A. 
JOHN A. STEVENSON 


INDEPENDENCE SQUARE, PHILADELPHIA 


“The Award is 
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Indianalssues_. 
Regulations 
on Advertising 


Commissioner Pearson of Indiana has 
issued strict regulations governing the 
use of insurance advertising copy. He 
states that the order is directed espe- 
cially at mail order companies that’ offer 
“bargain counter” policies through mis- 
leading advertising. However, the regu- 
lations apply to all insurance advertising 
whether by mail solicitation or other- 
wise. 

The advertising, under the order, must 
be free of fraudulent traps and strata- 
gems. It must not create a misleading 
impression even though each statement, 
taken separately, is true. It must not 
be artfully contrived to distract and 
divert readers’ attention from the terms 
and conditions of the offer, and it must 
be written for the probable effect it will 
produce on ordinary and trusting minds. 

Mr. Pearson emphasizes that the let- 
ters which issued from his office requir- 
ing that mail order advertising used by 
insurance companies be submitted to 
his office for approval was sent only to 
Indiana companies. He claims no juris- 
diction over the advertising that is used 
by companies of other states, even 
though they may operate in Indiana. 
The purpose of this effort to control 
mail order advertising is to eliminate, 
if possible, the use of misleading adver- 
tising literature that might create ex- 
pectation beyond the purpose of the ad- 
vertiser to deliver. Special offenders 
are certain A.&H. companies concerning 
which the insurance department re- 
ceives many complaints from disap- 
pointed buyers. 


Ex-Football Stars New 
Life Insurance Aces 


MINNEAPOLIS—If Minnesota life 
insurance agencies should stage a foot- 
ball tournament, Shay, manager 
here of Bankers Life of Iowa, could 
field a team that would set a hot pace 
for all other squads, even though some 
of them are a little beyond the football 
age. 

He has 10 former University of Min- 
nesota players in his agency, some of 
them All-Americans in their university 
days. In the group are Vernal LeVoir, 
star quarterback a decade ago; Sheldon 
Beise, fullback on several of the cham- 
pionship Minnesota teams; Roger 
Wheeler, former Minnesota captain; 
Harold Van Every, star half back of a 
decade ago; Bill Garnaas, also a quar- 
terback; Bob Bjorklund, also a back- 
field ace; Dick Wildung, Gene Flick, 
Red Mattson and Larry Halenkamp, 
line men. 


All Are Big Producers 


All are big life insurance producers, 
Mr. Shay says. Van Every will do $1 
million this year, his third in the busi- 
ness; Beise sold $500,000 in nine 
months; Bjorklund is headed for a $500,- 
000 volume this year; Flick was the 
leading producer in 1946 and LeVoir is 
rated the top producer of the agency 
over a period of years. He recently sold 
a group policy for $1,200,000. Wheeler 
is not only a consistent producer but 
is so well versed in the business that 
he is an instructor in the C.L.U. course 
at the University of Minnesota. 

Last year the Shay agency wrote 
more than $5 million. 


Can Deduct Cal. Tax 


An insurance company, admitted to 
transact business in California, and op- 
erating through a general agent whose 
jurisdiction is state-wide and exclusive, 
and which has purchased a building in 
which the general agent is located, 
may deduct the property taxes on the 
building from its California ‘Oss 
premiums tax, according to an opinion 
rendered Commissioner Downey by the 
attorney-general’s office. 











4 


HeNATIONAL UNDERWRITER 


July 16, 194 


















Trend to Income Taxes by 
Cities Causes Real Concern 


One of the trends of recent years that 
concerns all insurers is passage by cities 
of income tax ordinances. So far, be- 
cause of state premium taxes, the com- 
panies have been able to avoid a mone- 
tary payment under such municipal 
levies, but in practically all cases it has 
been necessary to set up the machinery 
for withholding the tax on employes. 
In the case of agencies, of course, there 
is both the monetary levy and the ad- 
ditional expense of withholding on em- 
ployes. 

The companies, faced with a host of 
increases in the cost of doing business 
in these times, object to the additional 
burden of effort and expense necessi- 
tated by the withholding. 


Pennsylvania and Ohio 


Pennsylvania and Ohio have the most 
of the city income taxes, but the idea 
is spreading as municipalities in other 
states, hungry for revenues, look for 
new sources. Philadelphia led off with 
an income tax some years ago, and 
other municipalities have to some degree 


followed its pattern. This is true at 
least in Pennsylvania. ‘However, the 
Pennsylvania law enabling municipali- 
ties to levy earnings or income taxes 
doesn’t permit them to tax anything 
licensed by the state. Consequently, 
the income or earnings tax in Philadel- 
phia, Johnstown, Scranton, and 30 to 40 
other Pennsylvania commuinties that 
have passed such ordinances, most of 
them this year, limit the burden on in- 
surers to withholding the tax on em- 
ployes. 


Ruling in Johnstown 


In Johnstown the 1% tax on salaries, 
wages and commissions became effec- 
tive March 1. In this community the 
life companies have secured a ruling that 
they do not have to withhold the tax 
if they don’t withhold social security 
or federal income taxes. 

Pittsburgh has a school tax, which 
is in effect a poll tax of $5 per per- 
son, and the employer must collect it. 

In Ohio the state supreme court held 
in connection with the Youngstown ordi- 


nance that it was unconstitutional inso- 
far as it applied the tax to the gross 
receipts of a utility on the ground that 
the state had preempted this field. The 
insurers believe that this decision is 
applicable also to the premium levy. To- 
ledo ordinance applies the tax to net 
profits and income with the employer 
withholding the tax. However, the in- 
surance people believe that the ordinance 
is not applicable to agent’s commissions. 
The Columbus ordinance, patterned after 
that in Toledo, has just been okayed 
by a referendum vote. However, on 
referendum the ordinance was reworded 
to get away from the application of 
the tax to gross receipts, to tally with 
the supreme court decision in the 
Youngstown case. There is some ques- 
tion now as to whether the city might 
try to levy the tax on premiums, but 
this is regarded as unlikely. 


Experience in Missouri 


The experience in Missouri indicates 
that there must be a state enabling act 
or other statutory authority granted by 
the state before the city can levy the 
tax. St. Louis passed an income tax 
ordinance, but the state courts held it 
unconstitutional on the ground that the 
city did not have the authority. How- 
ever, the city now has succeeded in 
securing state legislation that author- 












































and clients are in harmony 


Prudential Income Endowment Plan 


They accompany each other 
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No wonder Agents, Brokers 
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tirement Income—both great moti- 
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other on one program, they have 


strong listening appeal. 
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in the Prudential Income Endow- 
ment plan — and they have this 


strong supporting cast: 
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izes it to put into effect an income fg 
ordinance, and one is expected to 
put through. Here again, because 4 
state premium taxes, insurers beliew 
that there would not be the monet, 
levy, just the withholding of taxes 9 
employes. 

In Minneapolis last year an incom 
tax ordinance was defeated on referey 
dum, but is being revived for anothe 
try. Louisville has an income tax, no 
on premiums, but on employes, whi 
requires withholding, as does Spring 
field, Ohio. 

The addition to payroll required 4 
handle details of withholding as a resy} 
of municipal income taxes is, indust 
wide, a substantial additional burde 
Agents and companies both must stané 
this expense and agents in many case 
must also pay the tax. For companies 
especially life, it is a real task to kee 
records on the geographical distributioy 
of premiums. 

Those who have watched the spread 
of these taxes regard them as one gf 
the most serious matters facing the ip 
surance industry. 


“Monitor” Article Lauds 
Institute's Advertising 


An article in a recent issue of th 
“Christian Science Monitor” gives mor 
than a column to a laudatory commer 
on the Institute of Life Insurance a 
vertising, which is aimed at promoting 
family happiness. The article is one oj 
a series by Nate White, staff correspon¢ 
ent, analyzing the public relations effort 
of various American businesses. 

The article tells of the success of thy 
“family happiness” series and the d 
cision to make it the core of institutd 
public relations work from now on. }j 
points out that the theme of the publid 
relations work emphasizes that the wel 
fare of the country is the sum total oj 
the welfare of well-managed, hard-work 
ing families; that the nation’s future ig 
not in private business alone but alse 
in well-managed family enterprise; that 
a family can be happy and enjoy a sig: 
nificant life in its community if it is ru 
on good principles of economy; that life 
insurance fits in the context of the fam 
ily’s whole living pattern, that the in 
surance agent should play the role o 
friendly and experienced family coun 
sellor and that sound money manage! 
ment is a unifying force in families. 

The article states that “the institute's 
public relations program is now looked 
upon as one of the models in American 
industry and business.” 


Revised Edition of Sweeney 
Book Is Published 


_ A revised edition of “Life Underwrit- 
ing as a Professional Career” by Thomas 











B. Sweeney, Wheeling general agent of 
Equitable Society, is being published 
this week by Harper. It sells for $1 and 
copies may be obtained from The Na 
tional Underwriter Co. As ‘Mr. Sweeney 
states in his preface, the book’s objec- 
tives are to attract to the vocation oj 
life insurance selling persons who arf¢ 
by nature professionally-minded as op 
posed to those who are commercially: 
minded and to help reduce the annual 
turnover of agents by changing if pos 
sible the mental attitude of those who 
have recently entered the business and 
are discouraged, disappointed and fail 
ing because they started with the im- 
pression that selling life insurance was 
a purely commercial undertaking. 


Provident L. & A. Tops 
Half-Billion in Force 


Provident Life & Accident has passed 
the $500 million mark in life insurance 
in force. Its insurance in force has more 
than doubled during the past 32 months 
since the end of the_recent -war. 








John M. Fraser, general agent for 
Connecticut Mutual, has been elected 
chairman of the board of past presidents 
= New York City Life Underwriters 
Assn. 
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FTC Maps Insurance Moves; 
“Nothing Radical” in ‘48 


By H. C. HALLAM 


WASHINGTON — Officials, of the 
federal trade commission, which as- 
sumed jurisdiction July 1 over the in- 
surance industry with respect to unfair 
competition and unfair trade practices 
not regulated by the states, are planning 
to proceed carefully. Some of them have 
indicated they do not want to go “out 
on a limb” before they know something 
of what the industry and its regula- 
tions is all about. The commission has 
mapped a program calling during the 
fiscal year 1949 for the following: 

1. Following up informal complaints 
received concerning insurance opera- 
tions that may involve unfair methods 
of competition. 

2. Investigation of mail order insur- 
ance operations, for which Congress 
provided $10,000. 

3. Cooperation with the Postoffice 
Department in connection with mail 
order insurance business. 

4. Checking up on state laws and 
regulations and their adminstration, so 
far as available funds and _ personnel 
will permit, to see how they meet re- 
quirements of public law 15 with re- 
spect to trade practices or competition. 

5. Seeking the cooperation of state 
commissioners and representatives of 
the insurance industry in entering upon 
a field entirely new to the commission. 


Job Assigned to Legal Branch 

FTC has assigned its new insurance 
job to its legal branch, headed by Wil- 
liam T. Kelley, general counsel. The 
commission handles its investigations 
generally through its bureau of legal in- 
vestigation headed by James A. Horton, 
and division of field investigation headed 
by Joseph W. Powers. However, com- 
mission people indicate no general in- 
surance investigation is planned at pres- 
ent. 

Mr. Kelley has said the commission 
could not do very much about insurance 
with an appropriation of $10,000. But 
officials say it could use a portion of 
its general fund for insurance work. 
The President and the budget bureau 
recommended $100,000 for FTC insur- 
ance work. However, industry repre- 
sentatives who have conferred with 
FTC people, say they believe the com- 
mission plans to adhere this year to the 
of Congress, as expressed in 
the $10,000 appropriation. 

Before the Southeastern Underwriters 
Assn. decision FTC did not treat in- 
surance as interstate commerce, owing 
to the Paul vs. Virginia and other de- 
cisions. Since the S.E.U.A. decision, 
and particularly since passage of FLL. 
15, and then pending expiration of 
the anti-trust moratorium, the commis- 
sion has been paying more attention 
to insurance. Last winter the commis- 
sion asked for an initial appropriation 
of $100,000 to enable it to assume its 
“responsibilities” after the moratorium, 
and Commissioner Freer told Congress 
it proposed to make an extensive survey 
and study of state laws and regulations, 
in order to prepare itself to carry out 
Provisions of P.L. 15. ‘Congress, how- 
ever, settled for 10%. 

In connection with complaints about 
insurance operations received by FTC 
over the years, it is understood that a 
number of them have been referred to 
the Postoffice Department. Many of 
these complaints related to mail order 
operations. With its $10,000, the FTC 
will now give more consideration to in- 
vestigation of complaints received. 

In case where it believes the facts 
Warrant a charge of violation of the 
FTC, Clayton or Robinson-Patman 
law, the commission will be prepared, 
it is said, to issue formal complaints 
against insurance concerns, Under such 
complaints opportunity is afforded for 
hearing. However, the commission has 
a policy of giving respondents in cases 
brought before it opportunity to stipu- 
late that practices complained of will be 





stopped. In case of such stipulation the 
commission drops the matter. 


In connection with its work on mail cial 
order companies, the commission will present. 
operate more closely than ever with mark branch, under the general coun- 
particularly sel’s office, has not had much work to regulations, 


Postoffice Department, 


with Roy C. Frank, assistant to Solici- do under the new Lanham trade-mark 
tor Frank J. Delaney, whose office, to- law, the insurance job was turned over with representatives of various insur- 


gether with postal inspectors, has han- to 
dled many complaints against mail chief, and associates. 
order operations which have resulted in 
issuance of a number of fraud orders FTC people assigned to insurance, is 
denying use of the mails to insurance William Thomas, an attorney on its 


concerns. 
Not to Create Special Division 


FTC has decided not to create a spe- nection with their new assignment. 
insurance division or bureau at They have been in correspondence with 
Instead, because its trade- state commissioners, from whom they 


Edward ‘Thomerson, trade-mark 













Besides Mr. Thomerson, among other 


staff. Mr. Thomerson and staff have 
been making a lot of contacts in get- 
ting their feet on the ground in con- 


are receiving copies of state laws and 


Mr. Thomas has been conferring here 





<f 
\> 
thine. 


Champions.... 


An old time horseman once said that if he could take the stout 
heart of one horse, the strong legs of another and the stamina of a 
third, he would have a truly great champion. 


That he would have a champion we do not doubt, but we all know 
that it is impossible. However, Bankers National has incorporated the 
qualities needed for the “sprinter” 
“router” in their Term policies. They are “made” 


Wn 


Our five and ten year Term policies give that early start to the 
man whose immediate requirement is to build an adequate insurance 
, estate as soon and with as little cash as possible. 


Our Annual Renewable and Level Premium Term to 65 fits all the 
needs of those who appreciate a sound life insurance program until 
they can afford to place it upon a permanent basis. 


Our Guaranteed Provider is the last word in flexibility—whether 
called upon to cover a decreasing mortgage or used as a Family In- 
come contract. 


Low participating rates for both men and women, plus Waiver 
of Premium and Disability Income, makes our Term policies truly 
“Champions.” 


Bankers 


Ralph R. Lounsbury, President 
W. J. Sieger, V. P. & Supt. of Agencies 
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as well as those required for the 
Champions. 
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ance groups and interests, in some cases 
calling at their offices. Among those 
with whom he has conferred are How- 
ard Starling, Washington representa- 
tive of the Assn. of Casualty & Surety 
Companies; Oscar West, National Assn. 
of Insurance Agents; Philip L. Baldwin, 
executive secretary, National Assn. of 
Mutual Insurance Agents; H. E. Hil- 
ton, assistant manager U. S. Chamber 
of Commerce insurance department. 


Nothing Radical This Year 


By this means and through contact 
with New York interests, FT'C has in- 
dicated it plans nothing radical for this 
year, but wants information and coop- 
eration. Assurance of both have been 
received. Some of the information 
sought by FTC people has concerned 
the numbers of companies of various 
kinds and in the several fields—stock, 
mutual, life, fire, casualty, etc, the vari- 
ous industry associations and groups 
and the scope of their activities. 

Officials assure that FT\C has adopted 
no policies with respect to insurance 
regulation, but they recognize the intent 
of Congress that the industry should be 
subject primarily to state regulation and 
taxation and that the federal govern- 
ment may step into the picture under 
P.L. 15 only to the extent that the states 
fail to regulate the industry with respect 


to anti-trust actions, unfair trade prac- 
tices, unfair methods of competition, 
etc. 

It is to determine where that line is 
drawn that FTIC people are gathering 
and studying state laws and regulations, 
copies of some of which they are re- 
ceiving from companies and industry 
group organizations. FTC has had the 
benefit of the Senate judiciary com- 
mittee’s survey of state laws and regu- 
lations conducted by Hal Lackey, Sena- 
tor McCarran’s assistant. 

In that connection, it is indicated, 
FTC people will be disposed to look 
beyond or behind the mere enactment 
of state legislation or promulgation of 
state rules to determine whether regu- 
lation is actually adequate with relation 
to P.L. 15. It is said to have been held 
that “regulation” means more than pass- 
age of a bill or issuance of an order, 
ruling or decision; that “regulation” in- 


cludes administration and enforcement. . 


States Should Spend More 


To that end the U. S. Chamber of 
Commerce has suggested that the states 
spend more money and employ more 
people in regulating the insurance in- 
dustry under their respective laws, as 
a means of safeguarding against fed- 
eral regulation. 

If state laws and regulations are not 


adequately enforced, indications are 
that ‘FTIC people will be disposed to 
step in and take a hand, under P.L. 15, 
in applying provisions of the laws it 
administrates. Indications further are 
that officials may be inclined to regard 
state anti-trust, and “little’ ‘Clayton, 
FTC and Robinson-Patman laws as 
necessary for the states to do a good 
job of regulating insurance. 

However, regardless of some of the 
considerations indicated above, FTC offi- 
cials believe a considerable field will 
develop for FTC insurance regulation 
in a so-called “twilight zone”, more or 
less between or involving intrastate and 
interstate commerce. For example, it 
has been suggested that a state might 
be able to regulate an insurance. opera- 
tion within its own borders and up to 
that border, but perhaps could not deal 
with the problem across state lines. In 
such and similar instances FTC people 
say they expect state officials will wel- 
come and even seek FTC assistance. 





POST OFFICE LIMITED 


It is pointed out in this connection 
that the Postoffice Department can only 
proceed against insurance companies 
where there is fraud in use of the mails. 
But, it is said) FTC might proceed 
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Flexible Family Income Plan 


The LNL career underwriter likes to present his Company’s 
Family Income Plan because it is flexible. 


The Special F. I. rider may be added to many types 
of LNL policies, including Retirement Plans. 


The rider has liberal conversion privileges. 
A clean-up fund may be provided or omitted, as desired. 


4. The plan may provide a monthly income of either $10.00 
or $15.00 per $1,000 of principal contract. This unusual 
feature allows 50% more income for the same amount of 
basic contract. 

The flexible service which LNL agents can offer through their 


Company’s Family Income Plan provides another reason for our 
proud claim that LNL is geared to help its field men. 


The 


Its Name Indicates Its Character 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 








against them in connection with other | 


violations such as unfair trade practices 
and the like, in interstate commerce. 

One problem FTC people thave been 
considering is whether the insurance in- 
dustry should be regarded from a “hori- 
zontal” or “vertical” point of view. In 
other words, whether the life industry 
should be considered as a whole, fire 
as a whole, casualty as a whole, etc., 
or whether the mail order insurance 
‘business for instance, should be treated 
as one group with all its various aspects 
—life, accident, health, hospitalization, 
etc.;—whether other companies should 
be- grouped together—all industrial, for 
example—,or companies or groups that 
have perhaps the commonest type of 
set-up, home office, general agent, agent, 
etc. Present disposition seems to prefer 
the “horizontal” view—all life, all fire, 
and so on. 


Seek Trade Practice Conference 


This problem touches directly the 
pending application of Wendell Berge, 
general counsel, Insurance Advertisers 
‘Association, for a trade practice confer- 
ence. While this has not been officially 
passed upon and is not expected to be 
for some weeks, the disposition at FTIC 
seems to be to deny the application. In 
those quarters the unofficial view is that 
if any trade practice conferences are 
to be called, it might be more appropri- 
ate to call one for the entire life industry, 
another for fire, another, or perhaps 
more than one, for casualty, and so on. 

Besides the “vertical” or “horizontal” 
questions, FTC people recognize there 
are problems involved in insurance brok- 
erage, reinsurance, the various forms of 
marine, operations outside the United 
‘States of American companies, and so 
on. What with the vast size and scope 
of the industry, the numerous com- 
panies engaged in the business, the many 
industry associations and other organi- 
zations, rating bureaus, etc., and the 
ramifications of the business in all di- 
rections, etc., FTC people see opening 
up ahead a vast vista of activity for 
their agency, always provided Congress 
authorizes the necessary funds and per- 
sonnel. 


Ill. State Meeting, Sales 
Congress to Be Oct. *28-30 


There will be a three-day mid-year. 
meeting of the Illinois Life Underwrit- 
ers Assn. at Peoria Oct. 28-30, with a 
conference for local, state and ‘National 
association officers. The Illinois Round 
Table will convene for its annual meet- 
ing at noon on Oct. 29. That afternoon’s 
schedule features a management con- 
ference sponsored by the general agents 
and managers division of Peoria. A 
fellowship dinner will be held that eve- 
ning. 

The annual sales congress of the 
Peoria association will be held Oct. 30. 
General chairman is W. A. Guerber, 
Prudential. Vice-chairman is James B. 
Scott, Prudential, and Lester O. Schri- 
ver, Aetna Life, is program chairman. 








Brooklyn Officers Named 


Nicholas V. Sichenze, general agent 
for’U. S. Life, has been elected presi- 
dnt of the newly Organized Brooklyn 
Assn. of A. & H. Underwriters. A. R. 
Ciccolella, of his agency, has _ been 
named secretary. Brokers Max Spiegel, 
and John J. Kelly, were named vice- 
president and treasurer respectively. 


Am. Reserve Agents Meet 


A three-day conference brought 
American Reserve Life full-time agents 
to Omaha. Main speaker was Raymond 
F. Low, president, who spoke on the 
value of specialiaztion to the agent. 
Agency Superintendent B. E. Morian 
explained how American Reserve poli- 
cies and programs help the agent make 
more money. ‘Movies, slides, posters, re- 
cordings and demonstrations were util- 
ized to drive home the salient points of 
the conference. The social side included 
an informal dinner and a banquet. 
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Linton Proposes 
Government Actuary 


President M. A. Linton of Provident 
Mutual Life in summarizing the re- 
marks at the social insurance session of 
the recent centenary of British Institute 
of Actuaries, proposed a novel govern- 
mental development for this country 
when he suggested that the United 
States appoint an official government 
actuary to whom all bureaus might have 
access. He called attention to the ana- 
logous position of Sir George H. Mad- 
dex in Great Britain, and stated that it 
would be helpful to have such an im- 
partial authority to whom the President, 
Congress and the various bureaus and 
agencies might go for impartial and offi- 
cial statistics and calculations. 

Mr. Linton also expressed a real con- 
cern that social insurance—including so- 
cial security—not be allowed to grow to 
such proportions that it would result 
in placing the economic as well as the 
political power in the hands of any man, 
party, or government. Such a top-heavy 
policy of social insurance *could create 
the machinery through which unscrupu- 
lous politicians could influence the votes 
of those whose livelihood might depend 
on government employment or largess. 





Kraus Named Group 
Manager by Prudential 


Walter J. Kraus, for the past year 
assistant manager of the western group 
division of Prudential, has been trans- 
ferred to the new western home office 
as manager of the group division and 
will leave for Los Angeles July 22. 
With Prudential since 1929, Mr. Kraus 
has served with several divisions of the 
company before joining the group 
division in 1935. On formation of a west- 
ern division at Newark in June, 1947, he 
was transefrred to it as a supervising 
clerk and shortly was made assistant 
manager. 


N. J. Assn. Endorses 
Garrabrant for Trustee 


The local and state presidents and di- 
rectors of New Jersey life underwriters 
-ssociations met at Montclair and 
endorsed F. LeRoy Garrabrant, New 
York Life, Asbury ‘Park, former state 
and Monmouth president, present na- 
tional committeeman for national trus- 
tee. 

It was announced that new chapters 
are being formed in Red Bank and 
Morristown. Fred Ditmars, Massachu- 
setts Mutual, Newark, was voted to rep- 
resent the association on the joint com- 
mittee on employe disability plans. Joe 
Fox, Berkshire general agent, Jersey 
City, chairman of the 1949 sales con- 
gress, announced that it will be held in 
Convention Hall, Asbury Park. It was 
voted to support the National Associa- 
tion’s plan for increasing dues. 








Personnel Man Speaks 
on Employe Relations 


Public and private personnel officials 
can learn from each other about em- 
ploye relations, William Ahrens, assist- 
ant personnel manager of Northwestern 
Mutual Life, told the Milwaukee Chap- 
ter of American Society of Public Ad- 
ministration. He said public personnel 
officials should follow private industry’s 
Practice of recruiting qualified employes 
and conducting regular interviews to de- 
termine employe aptitudes. In turn, pri- 
vate industry can learn from public ad- 
ministration the value of merit rating 
and eliminating job classification abuses. 


Increase Hospital Plan Benefits 


Connecticut General Life has in- 
creased benefits under the company’s 
group hospital insurance plan. All full- 
time salaried employes in the home and 
agency offices, and full-time agents are 








eligible for the plan, of which the com- 


ee ae ee 


pany pays part of the cost. Daily bene- 
fits for hospital confinement are now 
increased from $6 to $9 a day, and re- 
imbursement for hospital fees is in- 
creased from $60 to $90. The same in- 
creases also apply to benefits for de- 
pendents. 





L. O. M. A. Proceedings Issued 


Life Office Management Assn. is dis- 
tributing the 1947 printed proceeding to 
its members. The volume contains pa- 
pers and reports presented at the spring 
and annual conferences. 


Finds Most New Sales Come 
from Older Policyholders 


A life agent can guarantee success by 
the manner in which he delivers the 
policy, L. A. Beers, manager of field 
service Protective Life, Alabama, told 
the annual regional sales congress of the 
Alabama Assn. of Life Underwriters in 
a talk on “Success Guaranteed.” Other 
regionals were held in Birmingham. 

“Success is achieved only through the 
making new sales each year,” he said, 
“and as selling new insurance just about 


takes up the whole of a man’s time, he 
can’t afford to spend too much time on 
keeping old business in force.” The agent 
who relies too much on new policyhold- 
ers for his new business is risking fail- 
ure, he believes. 

_ “To guarantee success in selling life 
imsurance an underwriter must make 
policyholders into clients, must try to 
sell a policyholder all his insurance.” 





Irving Riker, Newark attorney, was 
elected to the board of Mutual Benefit 
Life to replace Frederick Frelinghuysen, 
resigned. 
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"When Rollie returne 


his experience as ma 


sales work. 


it was not surprising 






d home after overseas duty with the 


Army, service-incurred disability prohibited his again resum- 
ing the strenuous work he had done before he enlisted. But, 


nager of a sewing machine store and 


later as owner and operator of a service station had imbued 
him with a fervent desire to find a career in some kind of 


“Life insurance had frequently been a topic of converstaion 
between us as we patterned our married life together. So, 


that we discussed the selling of life 


insurance asa possible future for him. We were in complete 


life insurance for our own financial security because the 
nature of the work would not tax Rollie’s physicial capacity, 
and it offered the opportunity of unlimited earnings. 


“Once decided, a fo 


rtunate circumstance brought Rollie into 


immediate contact with Tom Carnahan, our General Agent, 
who gave him a demonstration of Minnesota Mutual's 
Organized Sales Plans. In his enthusiasm following the dem- 


onstration, Rollie said, his voice vibrating with its urgency, 


“If others can do what I've seen proof of their doing, | can 


do it also. I'm in life 


“It was a wise cnoice. 


true! We're a 100% 


Roland B. Camp b aM 


| 
| 
| 
| 
| 
| 
| 
| 
| 
7 accord from the start. We had always been interested in 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
: “Pat, our daughter, Rollie and | are seeing our dreams come | 


insurance selling from now on!” 


happy Minnesota Mutual family.” 


t to M 1 


May 1, 1946. In the remaining se 





months of that year he paid for $318,245 in new life insurance; in 1947 his paid volu 
totaled $441,621. Rollie is a member of the “M" Club and is receiving 6% of first yec 
commissions in extra CLUB CREDITS os a quolity award. Every application written Is 
direct result of his use of the Company's Organized Sales Plans- the plans used exclusiv: 
by many Minnesota Mutualites. 





THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY 
Saint Paul 1, Minnesota 


No obligation to me, of course. 


Name 


| want to know how Roland Camp does it. | may be interested. 


Life Insu 





Address 





City 








The Minnesota Mutual 


SAINT PAUL 1, MINNESOTA 
° Organized 1880 
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Record Month Production Honors Whaley 
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agents in June Ping oat 
produced $20 mil- om § ‘ 
lion of new busi- * gue 
ness, exclusive of hs “th 
annuities, for a -. - 
new ___ production yon 
record in honor of ~ 
J. V. Whaley, vice- right 
president and di- i PM 
rector of agencies. Wratt € 
It was a 28.6% in- ran E 
crease over last toed 
June. Prizes were bl Mi 
offered for individ- fit Lif 
ual volume leader. ow: V 
individual runner scl Ec 
up, and leader in iety; I 
number of junior ford Me 
insurance savings E 
plan sales. Win- Provide 
ners were C. A. Miss El 
Thaxton, Birming- Wilson 
a H. B. Parker, Baton Rouge, and C. V. Strayhorn, Fayetteville, N. C., respec- bridge 
tively. : 
Mr. Whaley is shown receiving a batch of applications ffom James Hands, manager Sale 
of agencies. Others in the picture are, left to right, Ray Bailey, agency comptroller; Schwat 
George B. Marshall, director of agencies for the Pacific northwest; Jack Rodger, Mutual 
supervisor of agency records; James Abels, agency statistician; R. A. Frederick, sec- HA ‘ 
retary; and George Hatmaker, supervisor of new business. John Ha 
i z oe ee 
. Peirce. | 
Carver Nat'l Seeks License Mutual. 
Carver National Life, second Negro - 
life company to be organized in Cali- 
fornia, is applying for a license. It has Texas 
more than $400,000 paid-in capital and Appe: 
“ . eee 1,200 stockholders. Offices are located 
psa When yet speak of the extra wnt Giclee in principal California cities. Bertrand _WAS 
organization we are typifying the specialized help that you as B. Bratton, Los Angeles, is president cs gah 
: c : a ae : eat and Dr. Daniel A. Collins, San Fran- with the 
— can secure from your nearest Connecticut General “nok is cea Life in 
ce. ton, Jr. 
: Re ; nl 2 pany fo 
For instance, if you should experience difficulty in ob- Quincy to Be Headquarters after m 
taining a family income rider, the Connecticut General “extra Fc Meme ehenged ite Pareiot ee So 
; w ers from Brockton, ; 
man” can usually find the answer for you. Connecticut Gen- Mass., to Quincy. Under this arrange- In its 
eral can supply a separate contract that will take the place of a the —, = cen — wae ead age 
‘ . b : »e known as the Quincy district office 
the rider . . . ora contract with Family Income rider aa gmail also aalikeel sopdtutinus e | * ieee, eet een agg 
. « . on either a standard or substandard basis. 3rockton. Both offices will continue to ren Mr. Ho 
pe “ same territory as heretofore pg gg BO restore 
. ‘ : and will remain under the managership TOR Y dent is | 
Information on these . . . and on other Connecticut of Frank X. O'Regan, with headquarters IN THE WAY OF IMPROVED of the c 
General “family” plan contracts is as available as in the Quincy Savings Bank building. HEALTH. OR WHEN Be restorati 
your telephone. Just call your Connecticat General Office. SPEND MONEY WITH YOU impossit 
. ‘ - GARAGE MAN, YOU WANT The c 
List Ohio State Leaders YOUR CAR TO RUN BET- dived in 
The Pittsburgh agency of Ohio State , bibig rica . tion the 
Lifé leads all agencies of the company AND WHEN YOU SPEND Position 
: : " MONEY WITH R & R YOU O 
in the volume of insurance produced WANT RESULTS PREFERABLY ne qué 
£ 0 | | 1 E [ T | [ i T the first six months. It was second for iN eee OF INCREASED we 
June, Columbus being first. Columbus PRODUCTION. awe ;LAD TO entitle 
is second for the year. James C. McFar- SO We ABE ee os . 4 fol- in Comp: 
land, Cincinnati general agent, is lead- lowing which came from Raymond federal | 
Sn pone ing producer for June and also for the erly ay AE we Say NYC general Action 
year. Mikuay taka tor ¥ oe aye a petitions 
LIFE INSURANCE COMPANY THROUGH BETTER MEN os connection ‘with “my order ot 
e fo ies t artnership illus- 
HARTFORD, CONNECTICUT Neate imeunance  auany Pelican Club Elects tration form. : me October 
: “My y s very mutch ex- , 
+ ete gpg ce aypthapinrae The Pelican Club, composed of home cited about this form because the 
INSURANCE ano GRouraNNurTies Office employes of Mutual Benefit Life, 2 eS ee ee A 
has elected Edward Lenzarder, presi- definitely responsible for a $60,000 Machi 
dent; Viola Groner, vice-president; Bet- case one of our agents closed. The Risi 
tie Stanziale, secretary; David Croll, gpl ol gpa a gn Ing 
SMALLER treasurer. going to sell a good deal of it in While 
Cc 1 T 1 E S lu — L —e the near future.” in life 
——— aikin Milwaukee Speaker pl di: verse, s« 
The best opportunities for great service by and substantial income to experienced ee é P or THAT IS THE FUNCTION that bag 
producers. Mie or ee) tae OF R & R — TO CHANNEL an artic 
Our Direct General Agents Contract is especially designed to meet this challenge. ‘Milwaukee and Chicago attorney ane STIMULATING NEW IDEAS president 
g tax consultant, discussed the 1948 rev OR OLD IDEAS IN NEW Gittent | 
spite > 5g waukee Life Insurance Cashiers “Assn, | CLOTHES. OF COURSE YoU [ual “he 
IOWA NTUCK : : DO NOT TRY TO ones s 
ARKANSAS LOUISIANA MISSISSIPPI Phone-Recorder Deadline Aug. 2 ALL, BUT Eg COURSE age of t 
i i i ‘ : OF EACH YEAR’S MEMBER.- 100, not 
For further information write to J. DE WITT MILLS, Supt. of Agents. Oficen: sine teecetinn, tevien © SHIP, YOU WILL USE MORE a ratio t 
take down interstate telephone conver- THAN ENOUGH TO MAKE has been 
: A sations have until Aug. 2 to install auto- R & R’S FEE A HIGHLY -year p 
matic warning signals that will keep PROFITABLE INVESTMENT. age 
4) a7 <e users apprised that their conversation is ot. 
WIS SOURIS FIRST WHOLLY MUTUAL LEGAL RESERVE COMPAN Eg being taken down. The federal com- PAUL SPEICHSR the type 
ome y a eater order ei ine Managing Editor and — 
, to have been effective June 30 has been nica 
} extended to give time for installation of THE INSURANCE Pense ite 
the melee igs 7 a sy are made RESEARCH & REVIEW SERVICE out ra 
and installed by the telephone company earliest r 
812 Olive Street Allen May, President St. Louis |, Mo. and are so ares eee that a high-pitched INDIANAPOLIS al to a peri 
_——— “beep” is emitted every 15 seconds. hired for 
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American Actuaries on the High Seas 














Shown here is 
the group of North 
American actuaries 
who made the trip 
to the British In- 
stitute of Actuaries 
centenary on 
“Queen Mary”: 
to right, first row, 
H. P. Morrison, the 
Wyatt Co.; Kermit 
Lang. Equitable of 
Iowa; J. R. Trim- 
ble, Mutual Bene- 
fit Life; second 
row: W. J. Gra- 
ham, Equitable So- 
ciety ; Bass- 
ford. Metropolitan; 
E. W. Marshall, 
Provident Mutual; 
Miss Elizabeth W. 
Wilson of Cam- 
bridge, Mass.; J. 
Gordon Beatty, 
Canada Life; A. F. 
Schwartz, Penn 
Mutual; third row: 
H. A. Garabedian, 


Mutual. 





John Hancock; J. A. Campbell, London Life; H. H. Jackson, National Life of Vermont; 
H. R. Stephenson, Crown Life; F. J. McDiarmid, Lincoln National; fourth row: H. H. 
Peirce. Massachusetts Mutual; G. V. Brady, Metropolitan; H. Gordon Hurd, Fidelity 








Texas State Life Seeks 
Appeal to Supreme Court 


WASHINGTON — Petition for cer- 
tiorari to the fifth circuit has been filed 
with the Supreme Court by Texas State 
Life in its litigation with S. J. Hough- 
ton, Jr. The latter had sued the com- 
pany for reinstatement as its president 
after military service. He lost in dis- 
trict court, which was reversed in cir- 
cuit court. 

In its petition and acompanying brief, 

the company says Mr. Houghton’s po- 
sition as president was temporary, at 
$4,800 a year; that the directors elected 
Mr. Houghton, but refused in 1946 to 
restore him to the job; that the presi- 
dent is elected annually, and that status 
of the corporation has so changed that 
restoration “would be unreasonable and 
impossible.” 
The company argues the court below 
erred in refusing to take into considera- 
tion the proposition that such an elective 
position in a corporation is temporary. 
One question involved is whether under 
the circumstances Mr. Houghton is still 
entitled to employment as president or 
in comparable position for a year under 
federal law. : ; 
Action on this and other certiorari 
petitions filed during the summer recess 
will not be announced before the Su- 
preme Court resumes its sessions in 
October. 


Machines Have Mitigated 
Rising Expense Ratios 


_ While the long-term trend of expense 
in life insurance management is ad- 
verse, scientific advancement has held 
that item well in hand, according to 
an article by Harry W. Jones, vice- 
President Mutual Benefit Life, in the 
current C.L.U. “Journal.” Using Mu- 
tual Benefit’s statistical tables, Mr. 
Jones shows that if the 50-year aver- 
age of the expense ratios be taken as 
100, not one of the last 50 years shows 
a ratio higher than 11214. At times it 
has been as low as 88. For the final 
d-year period, 1943-47, it is 101 while 
ior the first, 1898-1902, it was 105. 

Mr. Jones points out that thanks to 
the typewriter, the calculating machine 
and numerous other scientific and me- 
chanical devices, the increase in the ex- 
Pense item has been held within a 12% 
Point range despite the fact that the 
earliest ratios in the 50-year series relate 
to a period when clerical help could be 
hired for $5 a week, when there was no 











VA Explains Application 
of New NSLI Extension 


WASHINGTON — Commenting on 
the new law permitting renewal of Na- 
tional Service life term policies for an 
additional five years, the veterans ad- 
ministration says such term insurance 
taken out before 1946 runs for eight 
years, while that issued thereafter runs 
for five years. 

Since the first NSL policies were is- 
sued in October, 1940, they would begin 
to expire next October but for the new 
aw. 

On renewed term insurance premi- 
ums will be higher. For example, VA 
says the rate on a policy sold a soldier 
aged 25 in 1940 will be increased from 
67 cents per month per $1,000 coverage 
to date, to 74 cents per $1,000 coverage 
upon its renewal this year at insured’s 
age 33. 

VA reminded that veterans whose 
NSL term policies have lapsed have un- 
til July 31 to reinstate without passing 
physical examination in most cases, but 
only upon certification that their health 
is as good as when the policy was issued 
and payment of two monthly premiums. 
After July holders of lapsed term poli- 
cies seeking reinstatement must pass 
examinations and qualify as insurable 
risks. 

VA said that over 10 million veter- 
ans, formerly NSI-insured, but who now 
have no such coverage are eligible up to 
$100 billion worth. 





Appeals to U. S. Supreme Court 


Cohen, Friedlander & Martin Co. of 
Toledo has petitioned the U. S. Su- 
preme Court for certiorari in its suit 
against Massachusetts Life involving a 
policy of $40,000 on the Ohio firm’s 
president, Hyman Blitz, who died of a 
heart attack in 1946. Both lower federal 
courts decreed cancellation of the policy. 
The petitioner contends that failure to 
notify the company of a change in 
Blitz’s health before the policy was de- 
livered was not fraudulent non-disclo- 
sure and that the petitioner, which was 
the beneficiary, acted in good faith and 
the circuit court of appeals ignored the 
controlling Ohio law. 


federal income tax on life companies, 
when: many forms of state taxation were 
not yet apparent, when settlement op- 
tion service was unknown, and when 
the correlated problem of information-at- 
source returns on thousands of bene- 
ficiaries taking income under settle- 
ment options and annuities was absent. 





















Chicago is a Great City 


































































‘When youw’re in Chicago 
go and see the 
ART INSTITUTE 


See the $2,000,000 El Greco painting, “Assumption of the 
Virgin”—probably the most valuable picture in America. If your 
taste leans toward moderns and away from the classics, step over 
to Bill Mauldin’s cartoons. Nothing stuffy or tomb-like about 
this great museum of art which gives you much of today’s works 
... and some of tomorrow’s. Elaborate special exhibitions are on 
display all the time . . . and the subject may be anything from 
ancient Egyptian mummies to modern prize-winning advertising 
art. 

Wide-eyed children and hard-boiled art critics—more than 
a million folks a year—come from all over the world to wander 
down miles of aisles and gaze upon magnificent paintings, sculp- 
ture, bronzes. and fabrics. Some of these fabulous art objects, 
gathered from all countries and all ages, were created more than 
5000 years ago. Women visitors are especially intrigued by Mrs. 
James Ward Thorne’s Miniature Rooms, showing fascinating 
French, English and American interiors, authentic in every detail. 


Come and see us too! 


Our Company is an 
old-line legal reserve 
life insurance company, 
specializing in Acci- 
dent and Health con- 
tracts and serving more 
than a million policy- 
holders. Maybe we can 
add something to our 





visitors’ knowledge of this business; 
maybe they can do the same for us. Anyway, you can find us on 
the job from 8:30 to 5, Monday through Friday, and it’s always 
open house here. 


BANKERS LIFE @ CASUALTY Co. 
John D. MacArthur, President 
Kenneth at Lawrence Avenue, Chicago 30, Illinois 


“Chicago’s First Insurance Company”—Established 1879 
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EDITORIAL 


COMMENT 


PERSONAL SIDE OF THE BUSINESS 





Value of Non-Members 


Every association, we assume, has as 
its goal the enrollment of 100% of its 
potential membership. This is true, 
even though occasionally association 
leaders say that there are a few that do 
not come up to the group’s standard 
and are not entitled to membership. The 
point is thaf at one time or another, and 
notably when there is an association 
crisis, the group recognizes that it is 
chiefly those outside the group who are 
responsible for actions which put the 
industry, business or profession in bad 
odor with the public. 

One of the things that an association 
does is to subject its members to a cer- 
tain kind of discipline. An agents’ or- 
ganization, for example, exerts this dis- 
cipline largely by continuously making 
evident to members and non-members 
wherever possible the very best stand- 
ards of business performance and char- 
acter. 

While there seems to be no real dan- 
ger of any association ever reaching the 
goal of 100% of its potential member- 


ship, we think it might be too bad if it 
did. This is not’to say that some of 
the outsiders wouldn’t be benefited, 
along with the public the business 
serves, if the non-members were to 
come under the discipline of a group. 
But if an association exerts a beneficial 
discipline on its members, we think that 
the non-affiliated agents, adjusters, com- 
panies, etc., exert a certain amount of 
discipline on the association. They 
maintain competition, in a sense, in the 
field of better performance and higher 
objectives. They help keep the organiza- 
tion on its toes. Here as at another 
level of the economic structure, a 


monopoly might not have too good a re- 


sult. 

We expect associations to keep trying, 
but we probably needn’t worry that 
there won’t always be some mavericks, 
some rebellious spirits, or some just 
plain ornery cusses to vrovide the nec- 
essary contrast that makes the organiza- 
tion people feel sure that they are on 
the right track. 


Improving Public Opinion 


An important phase of public rela- 
tions work is to see to it that a com- 
pany and the insurance industry in gen- 
eral is favorably presented to the public 
in newspapers or on the radio. There 
are several ways to do this, but one 
good and basically easy way is to cul- 
tivate newspapermen and radio com- 
mentators. 

At least one company—Mutual Life— 
conducts a continuing program of pro- 
viding fast, accurate and complete in- 
formation to newsmen and radio people 
because of the important effect their 
work has on public opinion. As the 
company puts it: “We have glass 
pockets.” 

The public relations division of that 
company does everything possible to 
make it easier for reporters to write 
an interesting and factual story. 

While much progress has been made 
since the Armstrong investigation in 
the ability of insurance people to talk 
with newspapermen, there is still hesi- 
tancy on the part of some to “confide” 
in reporters and editors. Also, explain- 
ing insurance facts in non-technical 
terms is not easy. However, if the 


public doesn’t understand a business or 
a business practice, the result is sus- 
picion. The time to cure incidents of 
error and misinterpretation is when 
they happen or before. Otherwise they 
simply encourage the easy tendency of 
the public to believe the worst. 

The work of newspapermen goes on 
night and day, weekends and holidays. 
Thus, if a company wishes to cultivate 
them it must adjust its time according- 
ly. It sometimes requires weekend 
work, and conferences by phone or in 
person on Sunday. An hour or two 
may make all the difference in the cre- 
ation of public opinion by newspaper 
or radio, and that hour or two may have 
to be spent at a highly inconvenient 
time. 

Greater understanding of the news- 
papermen’s problems is an immediate 
must if the insurance industry is to 
improve still further its relations with 
the public. Rather than expecting the 
news man’s sympathy, it is up to the 
industry to take the initiative and try 
to understand his problems. Who bet- 
ter than those in insurance can explain 
and interpret the business for them? 








“Even a windbag may be useful in 
developing your punch.” 





You may get your pay from the boss, 
but you are working for yourself. 


Put things off and you will constantly 
be threatened by defeat. 


Keep busy. Idleness 


trump card. 


is the devil’s 


L. A. Wood, general agent of Ohio 
National at Springfield, Mo., and H..R. 
Lindenberger, agent at York, Pa., have 
passed a 1,000-week mark in Ohio Na- 
tional’s App-a-Week Club. Mr. Wood 
has been with. the company 21 years, 





L. A. Wood H. R. Lindenberger 
18 years as general agent and manager. 
Mr. Lindenberger has been with the 
company 23 years. He is a consistent 
leading producer, a current winner of 
the national quality award and a two- 
year member of the Million Dollar 
Round Table. 


Don Forsyth, who has been named 
general agent of General American Life 
at Springfield, Ill., manages the life half 





DON FORSYTH 


of the Forsyth-Cain general insurance 
agency there. Mr. Forsyth has attracted 
considerable attention in the area by 
writing several substantial group cases. 

President John A. Stevenson of Penn 
Mutual recently addressed the graduat- 
ing class of Southern Illinois University, 
his alma mater and delivered the com- 
mencement address at Ursinus College, 
where he received the honorary degree 
of doctor of literature. 

Laurence F. Lee, president of Penin- 
sular Life, will preside at the Business- 
men’s Conference on Urban Problems, 
at Detroit, Sept. 13-14, sponsored by 
U.S. ‘Chamber of Commerce. 

Arthur V. Youngman, New York 
City general agent of Mutual Benefit 


Life, has qualified for the Million Dollar 
Round Table for the third time, while 
heading qn agency which now leads the 
company’s 75 agencies in volume of 
business. This is the second time Mr, 
Youngman has won the honor while his 
agency stood at the top of the com-. 
pany’s list. 

J. Howard Hanway has qualified for 
membership in the Million Dollar Round 
Table. He is with the A. V. Young. 
man agency of ‘Mutual Benefit in New 
York City. 

Sidney Rice Indianapolis general 
agent, of Fidelity Mutual Life, has 
qualified for the Million Dollar Round 
Table for the fourth consecutive year, 


Mitchell T. Curtis is the sixth mem. 
ber of the Marsh agency of Lincoln 
‘National Life at Washington, D. C., to 
qualify for the Million Dollar Round 
Tabie. 

John Hancock has promoted Robert 
W. Boas from assistant manager at 
Hartford to district manager at Walt- 
ham, Mass. 

J. J. Miller, vice-president and man- 
ager of Life Associates, Inc., of Chicago 
left by plane this week for London to 
compete in the Olympic water polo 
games. He was chosen as one of the 
10 members of the U.S. Olympic water 
polo team in the contest at St. Louis 
the last weekend. He was on the II- 
linois Athletic Club team. Mr. Miller 
was a star swimmer and water polo 
player at Northwestern University and 
he swam in the 1936 Olympics at Ber- 
lin. He has been playing water polo 
for 23 years. 

L. F. Larson, general agent of North- 
western Mutual at Portland, Ore., has 
completed 45 years with the company. 
In a recent issue of his agency publica- 
tion he gave some reminiscences of his 
life insurance career. 

Arthur Coburn, vice-president of 
Southwestern Life, with Mrs. Coburn 
and their daughter and son-in-law, are 
enroute by motor to Victoria, B. ‘C. 


DEATHS 


Louis DeGironimo, 64, assistant dis- 
trict manager of Prudential at Utica, 
N. Y., died there. He had been with 
the company for 27 years. 

Forrest W. Clark, 55, assistant man- 
ager of the farm loan department of 
Aetna Life in Oklahoma, died of a heart 
attack at Oklahoma City. He started 
his insurance career with Guaranty Fund 
Life, later going to Oklahoma City with 
Gum Brothers Loan Co. He joined 
Aetna in 1901. 

J. Fred Oesterle, 69, former assistant 
district manager of Metropolitan Life 
at St. Louis, died at West Palm Beach, 
Fla. He retired in 1943 and at that time 
moved to Florida. 

Mrs. Bruce M. Ashton, 53, of Con- 
necticut General Life in Salinas, Cal, 
and one of the Pacific Coast’s most suc- 
cessful women agents, was killed in an 
automobile crash near Santa Barbara. 
She was a substantial producer, fre- 
quently approaching the $1 million mark, 
She had handled a number of large taxa- 
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tion and business life insurance cases. 
She was a past president of the women’s 
section of the San Francisco Life Un- 
derwriters Assn. and last year was chair- 
man of the Salinas community chest. 


Arthur R. who retired as 
president of Baltimore Life after many 
years as an officer and director, died. 

Lon O. Hocker, of the St. Louis law 
firm of Jones, Hocker, Gladney & 
Grand, who died July 12, was a director 
and general counsel of Missouri Ins. ‘Co. 
He was one of the founders of that 
company and had been its general coun- 
sel ever since. 








J. P. Mallett Ky. Actuary 


John P. Mallett of Louisville has 
been named actuary of the Kentucky de- 
partment. He has been in the insurance 
business for a number of years as agent. 
He was formerly with Aetna Casualty. 
He is president of the board of guard- 
jans of Woodcock Hall, Episcopal home 
for boys at Louisville, and a mem- 
ber of the board of ‘Goodwill Industries. 





Licensing Problems Told 


San Antonio Assn. of Life Under- 
writers heard Mrs, Marie Q. Chambers, 
director of the licensing division of the 
Texas life department, discuss problems 
connected with licensing of agents. She 
emphasized the need for cooperation of 
the agents and the companies in main- 
taining the correct practices. Mrs. 
Chambers said the associations are re- 
sponsible for the creation of the licens- 
ing division and expressed her apprecia- 
tion of what they have done. She pointed 
out that her power over licensing is lim- 
ited by law and that when an applicant 
is denied a license he may appeal to the 
insurance commissioners, and from them 
to the courts. 

In reply to questions, Mrs. Chambers 
said Texas has no provision for licens- 
ing out of state agents and that this has 
caused two states to retaliate for what 


was considered an unfair situation. She 
said there is no distinction in licenses 
issued to life and accident and health 
agents and that there is no record in 
the department to show whether the 
agent is on a full-time or a part-time 
basis. 


Security Mutual Agents in 
Tribute to Ill Executive 


Security Mutual Life agents paid a 
special tribute to Superintendent of 
Agencies F. Leon Mable, who has been 
ill in a Binghamton hospital for the 
past 234 months. During June, the 
month usually dedicated to Mr. Mable 
by the field force, hundreds of agents 
produced new ordinary life business of 
just under $4 million and raised the to- 
tal production for the first six months 
of 1948 to over $16%4 million, an in- 
crease of 14%. With group insurance 
this .increased the in-force to $207,- 
398,538, a gain of $12,959,562. d 

Winners in the three agency divisions 
were Newark, Poughkeepsie, N.Y., and 
Eldred, Pa. 

Mr. Mable is recovering and is ex- 
pected to resume his duties later this 
year. 








Kramer Assistant Manager 


Samuel L. Kramer has been appointed 
assistant manager of the Wilmington 
agency of Continental American. He 
entered insurance in the Wilmington 
agency in 1943 and later he served in 
the army. He was appointed a field as- 
sistant in the Wilmington agency in 
1947. 


K. A. Luther Opens Office 


Kendrick A. Luther, former general 
agent for Aetna Life in New York 
City, has opened his own office in the 
Lincoln building there and will handle 
life, accident, group, and annuities, pen- 
sions, and retirement policies. 
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OVER TWO MILLION 
POLICIES IN FORCE 


A. M. BURTON, President 
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Nashville, Tenn. 






































Cooperating 
.-- With Opportunities 


Great Southerners are meeting the 
opportunities for a successful ca- 
reer in life insurance with the back- 
ing of a complete program of 


home office cooperatian. 


Provided with the full range of 
policy contracts for individuals and 
groups .. . direct-to-the-prospect 
and widespread sales assistance... 
prompt, personalized home office 
follow through, Great Southerners 
enjoy a position of high prestige 
among their clients, both prospec- 


tive purchasers and policy owners. 


In a field where strength, security, 
and progressiveness are indispen- 
sable requisites for leadership, the 
Great Southern is acknowledged 
for its aggressive cooperation with 


representatives to build successful 


careers as life underwriters. 
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Multiple Lines Mean Prosperity 
for the Insurance Salesman... 


General American Life has the winning ticket with strong candi- 
dates on Ordinary, Group and Commercial Accident and 
Health slates.... General American Life has just about every 
kind of contract. There are Life and Endowments in both Annval 
and Single Premium... Term..Annuities, both annual and 
single premium, immediate and deferred ... Juvenile ... Salary 
Savings ...Pension Trusts. The General American Life man is 
the man with the plan for every insurance need...he’s the 
candidate who is likely to succeed! You're ALWAYS IN 
BUSINESS ... because you're in business ALL WAYS with 








San 
GENERALAMERICAN LIFE INSURANCE COMPANY 


Saint Louis 





AMONG COMPANY MEN 





Louie Throgmorton 
Executive V.-P. of 


New La. Company 


SHREVEPORT, LA. — Louie E. 
Throgmorton, for the last seven years 
general agent of 
Aetna Life at Pym 
Shreveport, has | 
been named execu- | 
tive vice-president 
and agency direc- 
tor of the newly 
organized Lee 
National Life of 
Shreveport. Other 
officers include W. 
Scott Wilkinson, 
prominent local at- 
torney and presi- 
dent of the cham- 
ber of commerce, 
president, and E. 
E. Hawley, formerly of National Fidel- 
ity of Kansas City, secretary-treasurer. 
The company was promoted and or- 
ganized by Ralph H. Rice, formerly of 
Kansas City, who, after successfully 
completing this task has retired from 
active participation. 

Mr. Rice formerly was president of 
National Fidelity Life. 

The Shreveport section has no life 
insurance home office and the chamber 
of commerce felt that the city needed a 
local life company. The result was that 
a group of some 40 business men put 
up the money for the company. It has 
$100,000 capital and $100,000 surplus, 
all paid-in. It will operate on the non- 
participating ibasis, writing only ordi- 
nary. No group or A.&H. will be writ- 
ten. 

Mr. Throgmorton has been with 
Aetna Life for 20 years. Before be- 
coming general agent in Shreveport the 
was a partner of Gordon H. Campbell 
at Little Rock. His immediate family 
has more than 100 years of service with 
the Aetna group. 

One project of the company will be 
to build a Robert E. Lee library and 


shrine. 





L. E. Throgmorton 
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AMERICAN UNITED OFFERS 
PERSONAL PRODUCER’S CONTRACT 


Based on the principle of 
“High Pay for a High-Grade Job”’ 


* LIBERAL FIRST-YEAR COMMISSIONS 

* LARGER RENEWALS, VESTED FOR NINE YEARS 
* SERVICE FEE AFTER THE TENTH YEAR 

* RETIREMENT PAY AFTER AGE 65 












American United Fieldmen Enjoy... 


* A complete kit of modern policy forms to meet 
every prospect's vital needs. 

* A Home Office that knows the agent’s problems 
and helps him solve them. 


-2[ Address the Agency Department for details }-- 


standard cases up 


with extra ratings 
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* An Underwriting Department handling sub- 


* A placement average of 84% on business issued 
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Hancock Confers 
Additional Titles 
on Clark, Elliott 


BOSTON—President Paul F. Clark 
was: elected chairman of John Hancock 
following the re- 
tirement of Guy 

RC oc. eee. 
Clark will continue 
as president. 

Byron K. Elliott, 
vice-president and 
general counsel, 
was elected execu- 
tive vice-president 
and member of the 
finance committee. 
Harold J. Taylor, 
formerly associate 
general counsel, 
was elected general 
solicitor. 


Elliott Joined Hancock in 1934 


‘Mr. Elliott joined the official staff of 
John Hancock in 1934 and became gen- 
eral counsel in 1936 and vice-president 
in 1937. He is a graduate of Indiana 
University and received his LL.B. from 
Harvard law school in 1923. He was 
assistant attorney-general of Indiana 





Paul F. Clark 


and justice of the superior court in In- 





B. K. Elliott H. J. Taylor 


dianapolis before becoming manager and 
general counsel of American Life Con- 
vention in 1929, which position he held 
until he joined John Hancock. 

Mr. Taylor is a graduate of Boston 
College and Boston University law 
school. He joined John Hancock as 
associate counsel, and was appointed as- 
sociate general counsel in 1947. He is 
the author of numerous treatises on in- 
surance law. 


Northwestern Mutual Names 
Templin Agency Assistant 


Northwestern Mutual Life has ap- 
pointed Robert E. Templin as agency 
assistant in the 
home office. He 
was formerly an 
agent of the com- 


pany in Fort 
Wayne. 
Mr. Templin 


graduated from 
Indiana Univer- 
sity, where he 
specialized in ad- 
vertising and busi- 
ness administra- 
tion. His agency 
department work 
will tbe in the ad- 


ae R. E. Templin 
vertising and sales 


promotion division, taking over some of | 
the duties of Howard L. Cundy, who¥ 
has been appointed general agent at¥ 
was ‘a7 
captain in the Pacifi¢ ¥ 


Albuquerque. Mr. Templin 
marine corps 


during the war. 


Takes Ringer's Ind. Post 


Jack J. Rosebrough, 
manager of Farm Bureau Mutual of Ine 
diana, has been named also manager 0 
Hoosier Farm Bureau Life, succeeding 
Morley Ringer who has resigned to Dbe- 
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come treasurer of the Central Life of 
Illinois. Mr. Rosebrough had_ been 
manager of Farm Bureau Life since it 
was formed. 


Eber Spence Named 
Agency V.-P. of 
American United 


American United Life has just ap- 
pointed Eber M. Spence vice-presi- 
dent and director of agencies. He 
graduated from James Millikin Uni- 
versity in 1921 and entered life insur- 
ance immediately. He has served for 
95 years as an agent, district agent, su- 
pervisor, and general agent. For the 
past nine years he has been a partner 
in Shoptaugh, Spence & Barrett, gen- 
eral agents in Indiana for the Provident 
Mutual. 
ber of Provident’s general agents’ ad- 
visory council. 

Besides being a life member of the 
Indiana Leaders ‘Club, Mr. Spence has 
been an active worker in life under- 
writer and other civic affairs. He is a 
past president of ‘both the Indianapolis 
Assn. of Life Underwriters and the In- 





EBER M. SPENCE 


diana association and of the Indianapo- 
lis General Agents and Managers Assn. 
During the war he served as chairman 
of the life underwriters committee for 
national war finance and of the payroll 
savings division of the Indiana war 
finance committee. 


Mr. Spence will be in complete charge | 
of all agency operations. The terri- | 
torial plan of agency supervision will | 
be abandoned. Douglas S. Felt has been 
appointed assistant director of agencies. 
Vice-president Floyd R. Fisher will de- 
vote his entire time to group annuity 
business and J. H. Alltop, assistant sec- 
retary, will devote his full time to home 
office management problems. | 


W. E. Moore Agency V.-P. of 
Policyholder’s National | 


W. E. Moore,. Wichita, has resigned | 
as Kansas general agent of Pacific Mu- 
tual and has been 











ewppointed agency 
vice-president of 
Policyholder’s Na- 
tional Life of 
Sioux Falls, S. D. 
He will take over 
his new post dur- 
ing the company’s 
agency convention 
at Estes Park Sept. 


2-5. 

With aback- 
ground of five | 
years’ experience | 
in the fire and cas- | 
ualty business, Mr. 
Moore joined Pacific Mutual as an 
agent in Sioux Falls in 1930. Two years 


W. E. Moore 





Recently he has been a mem- - 





ance uinitte He is trustee of | 
Millikin University and is president of | 
the alumni association. 


later he became general agent in Sioux 
City and later general agent for Kan- 
sas. He has headed Kansas Life Un- 
derwriters Assn. andethe Wichita as- 
sociation and Wichita General Agents 
& Managers Assn. 





Postal Life Names 
Foan Agency Head 


Postal Life of New York has ap- 
pointed Roy A, Foan to the newly cre- 
ated post of direc- 
tor of agencies. He 
will have complete 
charge of organiz- 
ing an agency 
force and of all 
phases of agency 
operations. 

Postal is depart- 
ing, effective im- 
mediately, from its 
previous practice 
of selling exclus- 
ively by mail. 

Mr. Foan has 
had 19 years of 
life insurance ex- 
perience and has been with United 
States Life since 1937, in the home of- 
fice underwriting and agency depart- 





Roy A. Foan 


ments and later in the field as manager 
at Newark, Providence and Washing- 
ton. Most recently Mr. Foan has been 
agency secretary and then assistant 
director of agencies. He is a graduate 
of the L.I.A.M.A. school. 


Pilot Promotes T. H. Lind 


T. H. Lind of Greensboro, vice-pres- 
ident of Pilot Life, has been promoted 
to vice-president and treasurer, succeed- 
ing W. L. Sharpe, treasurer, who re- 
tired July 1, Mr. Lind joined Pilot in 
1941 as investment analyst, becoming 
assistant treasurer in 1946, secretary a 
year later, and January of this year, 
vice-president. 


American Nat'l Names Two 


American National has appointed as 
senior home office underwriters A. 
Clifton, formerly with Great Southern, 
and J. Edward Rayne, formerly with 
Colonial Life. 

Mr. Clifton served with the air trans- 
port command in the South Pacific and 
before that was with Pan-American. 

Mr. Rayne has had more than 10 
years of experience in underwriting. 


Dr. Gerald R. Collyer has been ap- 
pointed assistant medical director of 
London Life. 








CHANGES 


Security Mutual Opens 
Washington Agency 

Security Mutual Life of Binghamton 
has established an agency at Washing- 
ton, D. C., with Joseph S. Kessler and 
Irwin B. Lipman as general agents. 
Both are experienced in the insurance 
business and will build an agency or- 





ganization equipped to handle _ life, 
A. hospitalization and group. 
Mr. Kessler started in insurance in 


the Woods agency of Equitable Society 
in Pittsburgh and of late has been with 
the Ulman agency of Washington. 
‘Mr. Lipman, a member of the bar in 
the District of Columbia and New York, 
has been active in selling insurance for 


12 years. He was recently manager of 
the life department for the Ulman 
agency. 


The Kessler-Lipman agency is in the 
Dupont Circle building. 


R. D. Davis Supervisor 

Donald O. McLeran, general agent, 
New England Mutual Life, St. Paul, has 
appointed Robert D. Davis as super- 
visor. For the past 10 years he has 








Three “lines” mean bigger 
“catches” for Provident Producers 


LIFE INSURANCE * 


of Guaranteed Rate Ordinary from birth to 
age 65 Substandard, Salary Savings, 


. . All modern forms 


Annuities, and Non-Cancellable Disability 


combined with wide 


choice of Life plans. 


A. and H. INSURANCE®*. . Every form of 
Accident and Sickness coverage — including 
Franchise plans for five or more employees. 
Non-Cancellable Disability policies. Month- 
ly Premium plans. Special Risk coverages. 


HOSPITAL INSURANCE*. . Issued on 
Individual, Family Group (ages 3 months 


to 80 years) and Franchise plans. 


Hospital 


Room and Board, Miscellaneous Hospital 
Extras, Surgeon’s Fees and Medical Care. 














* All written on Group Plans (minimum of 25 employees) 
and on special forms designed for Railroad Employees. 


is 
PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 


CHATTANOOGA 
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been with the Minneapolis agency of 
New England Mutual. He is an alum- 
nus of University of Minnesota and 
has been active in civic affairs in the 
twin cities. 


Gerdstrom with Franklin 


L. T. Gerdstrom, for 11 years gen- 
eral agent at Watseka, IIl., for Illinois 
A.A. Insurance Service, has been ap- 
pointed general agent for Franklin Life 
in Madison, Wis., and vicinity. 


Shackleton Promoted 


Allan K. Shackleton, assistant district 
manager in Austin for the John Han- 
cock Mutual Life, has been appointed 
supervisor of the Dallas general agency. 
He succeeds J. Frank Smith, who re- 








signed to join Continental Assurance. 

Mr. Shackleton joined John Hancock 
two years ago, serving as an industrial 
agent in Austin for nine months, and 
was promoted to assistant district man- 
ager in 1947. He was educated at Uni- 
versity of Pennsylvania, majoring in 
psychology. He was a major in the 
war. m 


Brinker Succeeds Schott 


Paul A. Brinker, for 12 years an as- 
sistant manager for Prudential in Eas- 
ton, Pa., has been appointed manager 
at Lancaster, Pa., replacing Frank W. 
Schott, who retired recently after 39 
years with Prudential. ‘Mr. Brinker 
attended Churchman’s Business College, 
Easton, joining Prudential as an agent 








IT PAYS TO 
REPRESENT 
CROWN LIFE 


Crown Life is a modern, forward- 
thinking company. It keeps pace with 


the times. It meets changing condi- 


—> 








































there in 1933. He became assistant Puerto Rico. He served five years ing cannot 
manager in 1936. He served last year the army air force. The branch wig In t 
as president of the Easton Life Under- service the entire state of Oregon. been ir 
writers Assn, ® E. W. Wal Ad d ge 
. ters Advance esactesen 

: ‘osecu 

Hancock Succeeds Hall Murrell Brothers, ‘California general Ne pre 
for Pan-American in Okla. agents for ‘Mutual Benefit Life have api complai 


pointed Everett W. Walters as district that th 
manager for San_Bernardino and Riv to justi 
erside counties. Mr. Walters has been™ Los . 
with the company in New York CityB has joi 


appointed 
as general 


Pan-American Life has 
Marcus A. Hancock, Jr., 
agent in Oklahoma | 





City, succeeding since entering life insurance in 1946. class 0 
Mel Hall, general 3s out of | 
agent there. since Palmer to San Antonio 

sets Wane wee See Warren K. Palmer, who was with Lamk 


tinue with the com- 


pany as a personal John 


the Seattle agency three years as a per. 
sonal producer, has become San Antonio ager of 



































d : : 
ae ania general agent of Paul Revere Life andi dressed 
started in life in- Massachusetts Protective. July 13 
surance in 1940 as 
2 August Appel, formerly Racine distri 
an agent for Great manager for’ the Cooperative companill 
National. After of St Canl, bag Been sppointed felt am 
17 ; ervis or sconsin a a waukee, 
military service he Irving. Paradise, formerly Milwaukee§ ox_— 
joined its home of- district manager, will become special 
fice staff. In 1945 M. A. Hi . representative for life insurance in the Linc 
became a John ™: 4: Hancock, Jr. home office. 
Hancock home office group representa- a Fi 
tive and in 1946 its southwestern group inc 
manager for five states. . 
—— NEW 
New Portland, Ore., Branch Casebeer Joins Il. B its bs 
nk ntion 
Jefferson Standard has opened a CHOHSSE [OINS Sh. SANTO the thr 
branch at Portland, Ore. with Al. L. Life as A. & H. Supervisor Preside: 
Mayberry as manager. He has been 3 f ident ‘C 
district manager at Corpus Christi, Tex., Glen R. Casebeer has joined Illinois§ ,<<istan 
since 1946. He started with the com- Bankers Life as field supervisor for the assistan 
pany in 1940 as an agent at San Juan, accident and health department. He§ cuperint 
has been manager of the franchise de§ Warren 
Wi h h i partment of North American AccidentB coin fo 
Mr. Casebeer for nine years was with® manage 
it Nort ern Life Continental ‘Casualty in the A. & H, eee 
department before joining North Ameri-§ ton, O. 
can Accident. B. Mad 
a and Ji 
Many Complaints on Cal. vice-pre 
. : nderw 
Medical Benefit Plans the gen 
LOS ANGELES—So-called medical 7, : 
benefit associations have become in- lif 7 
creasingly active in southern Californiag /°. vA 
with the result that many complaints pia 
from persons who have been duped by ot iy 
the organizations are being received byg 8000S 2 
the California department. Commissioner per oe 
Downey especially stressed their opera-§ 2" d ac 
tions in addressing H. & A. Underwrit-g "Ue 
ers Conference at San Francisco. Orr he c 
They operate through post cards Tuesday 





dropped at the doors to be returned 





achiever 


tions promptly. Crown Life has more 
to offer, with policy plans and benefits 


“modernized” to meet today’s needs. 























by mail. ‘Cards returned are followed A 
up by calls and where a sale is made, f : 
a certificate is issued, allegedly entitling R pe) 
the holder to certain medical and hos- “a ye 
pital service, with the promise of re acy 8 
duced fees, Le . femmes 
nstances have been reported where 
wiieiiniietees names of physicians have been fur agents 
Robert C. Frisch has been appointed nished the members as being on the : 
district manager of the newly-estab- panel, when the physicians knew noth- Wis. I 
lished Elgin, IIl., office of Northern Life ing about the supposed reduction in fees H 
of Seattle. He was a salesman of and costs of medicines and _ hospitali- ear 
various lines over a period of years and zation, as promised the member. mm 





CROWN LIFE 


“se ENSURANCE COMPANY ene 


Toronto—Canada 
The Crown Life is now licensed to operate in 
Alaska — California — Hawaii — Idaho — 
Indiana — Louisiana — Michigan — Minne- 
sota — Missouri — New Jersey — New Mex- 
ico — North Dakota — Ohio — Texas — 


during the past 10 years has been with 
Franklin Life and New York Life. 
graduated from St. Edwards University, 
Austin, Tex., in 1930. 


The certificate is so worded that§y 
the plan does not issue any insurance, 
so that the plans are not under the 
jurisdiction of the department and 
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MONUMENTAL 
LIFE INSURANCE 
COMPANY 










HOME OFFICE @ CHARLES & CHASE STS. @ BALTIMORE 













Position open for right man to take full charge. . 
Long established company with home office in 
the East, writing ordinary and industrial. Fel- 
lowship desirable but will consider Associate 
Member. Salary commensurate with training, 
experience and responsibility. State age, edu- 
cational and business background. Address R-1, 
c/o THE NATIONAL UNDERWRITER, 175 West 
Jackson Boulevard, Chicago 4, Illinois. 
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years ing cannot take any action against them. 

ranch wif In two instances, complaints have 

regon. been investigated, data gathered to be 
used as evidence against the operators, 


and the entire file laid before the city 
ced prosecutor’s office. In both instances 
ja generalithe prosecutor declined to bring the 
e have ap™ complaints into court, on the ground 


as district that the cases were not strong enough 

- and Rivilto justify prosecution. 

; has been’ os Angeles Better Business Bureau 

York City§has joined in the efforts to put this 

in 1946, class of so-called medical benefit plans 
out of business. 





io - 

was wig Lambert Detroit Speaker 

sas aperm John B. Lambert, Cleveland man- 

in Antoniof ager of Mutual Benefit H. & A., ad- 

> Life and™ dressed Detroit Accident & Health Assn. 
July 13 on “Putting Color in Selling.” 

1e€ spec 


SALES MEETS 


“Lincoln Nat'l Holds 


Final Regional 


NEW YORK—Lincoln National held 
its third and final 1948 regional con- 
vention here this week. Features of 
the three-day gathering were talks by 








ne district 
companies 
d field su. 
Lilwaukee, 
Milwaukee 














nkers 





risor President A. J. McAndless, Vice-pres- 
. ,fident C. F. Cross, Dr. G.. M. Graham, 
d Illinois§ ,;sistant medical director; C. J. Cover, 


or for the§ assistant general counsel; W. C. Brudi, 
rent. He& cunerintendent of agencies; Dr. L. A. 
ichise de-§ Warren, director of the company’s Lin- 
Accident§ coln foundation; A. C. Rogers, group 
was with® manager; D. L. Crouse, regional group 
A. & Hi manager; M. E. Mitchell, agent at Day- 
th Amerti-§ ton, O.; and two guest speakers, Denis 
B. Maduro, New York City tax lawyer 
and James E. Rutherford executive 
vice-president, National Assn. of Life 


. Cal. 


Underwriters. The meeting followed 

J the general pattern of the two previous 
+ af ones. f 
Bm, President McAndless pointed out that 


life company operations are directly 
anti-inflationary by absorbing funds that 
otherwise would go into consumer 
goods and indirectly anti-inflationary by 
pouring funds into the building of plants 
and factories and other facilities which 
in due course produce goods and keep 
prices of goods down. 

The convention banquet was held 
Tuesday evening. Mr. Cross presented 
achievement awards to the various lead- 
ers. Hammond, superintendenf 
of agencies, gave a humorous talk. iMr. 
Rutherford spoke on “What’s Ahead for 
the Agent.” Dr. Warren spoke on 
“Capturing the Spirit of Lincoln,” and 
how Lincoln’s philosophy can _ help 
agents. 


Wis. National Leaders to 
Hear Many Messages 


The agency convention of Wisconsin 
National Life gets under way next Mon- 
day morning at the Grand hotel, Mack- 
inac Island, with G. A. L’Estrange, 
vice-president and agency director pre- 
siding. President R. P. Boardman will 
cive the address of welcome and O. A. 
ms Lichtenberger, treasurer, will speak on 
me Recent Investment Trends and ‘Their 
Effect,” while R. B. Savage, controller 
mand personnel director, will talk on 
f Internal Procedures as an Aid to the 
Field.” Other speakers on that occasion 
fwill be Dr, E. Williams, medical 
director, on “Our No. 1 Health Prob- 
lem,” and Lantz L. Mackey, Home Life 
i Detroit general agent, on “Business Life 
ie Insurance.” 

At the banquet that evening special 
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Tecognition will be given to national 
quality award winners. ; 
Tuesday morning the speakers will be 



















PROMINENT CHICAGO LA SALLE STREET 
OFFICE SPACE 
134 S$. La Salle Street 
11,000 square feet °* Entire Floor 
Available Now 
HOGAN & FARWELL, INC. 
Phone Fra. 5400 































A. C. Eastlack, vice-president and actu- 
ary, on “Do You Want to Earn More?”; 
and C. C. Klocksin, legislative counsel 
of Northwestern Mutual Life, “On the 
Legislative Front.” There will be a 
panel on life insurance matters con- 
ducted by four home office field super- 
visors—E. W. Genens and G. E. Kildsig 
of Oshkosh; M. S. Kirkpatrick of Grand 
ee and L. N. Ressler of Galesburg, 


At the conclusion session Wednesday 
morning the speakers will be W. Mead 
Stillman, general counsel, on “See Your 
Life Underwriters at Least Once a 
Year”; Travis T. Wallace, president of 
Great American Reserve, on “Shoot the 
Moon”; while Mr. L’Estrange will give 
the convention resume. There will be 
an accident and health panel conducted 
by the four home office field super- 
visors. 


Pilot Holds Three-Day 
Rally at Atlantic City 


Pilot Life held a three-day conven- 
tion at Atlantic City. Vice-president J. 
M. Waddell presided at the opening 
luncheon, following which there was 
an address of welcome by President O. 
F. Stafford. That evening there was a 
reception by the president, followed by 
a dinner. The business meeting took 
place the following day with J. M. 
Lassiter, president of the Pilot Club, 
presiding, other speakers being top pro- 
ducers and home office officials. This 
was followed by separate luncheons for 
the men and women. 


Beneficial Life Qualifiers 
Going to Jasper Park 


Beneficial Life will be host to 70 
agents and their wives on a 10-day trip 
to Jasper National Park in the Canadian 
Rockies. The party will leave Salt Lake 
City on a special train Aug. 27, taking 
in Seattle, Vancouver and Victoria en 
route. The 15-month qualification period 
has just ended. 


AGENCY NEWS 


Mass. Mutual Chief Gives 
Party for New Detroit G. A. 


Detroit business executives and in- 
surance men were guests of Massachu- 
setts Mutual Life at its Detroit agency, 
where President Alexander T. Maclean 
introduced Frank W. Howland as gen- 
eral agent, succeeding the late George 
E. Lackey. Chester O. Fischer, vice- 
president, also was present. 

For the last 10 years, Mr. Howland 
has been general agent at Memphis for 
Massachusetts Mutual. He entered life 
insurance in 1927 as an agent at Rock- 
ford, Ill., and served as agency assistant 
at the home office from 1937 until he 
= appointed general agent at Mem- 
phis. 


Discuss New N. J. Law 


The J. Bruce MacWhinney agency of 
John Hancock Mutual Life at Newark 
will hold a meeting July 19 to discuss 
the New Jersey temporary disability 
benefits law. One of the principal speak- 
ers will be Clarence W. Wyatt, vice- 
president in charge of the group depart- 
ment at the home office. 


Confer at Atlantic City 


The William H. Masterson agency of 
Equitable Society at Newark will hold 
a 3-day conference at the Hotel Dennis, 
Atlantic City, Sept. 12-15, with several 
home office officials on the program. 


S. D. Loan Office Merged 


The Lincoln, Neb., farm loan branch 


























of Mutual Benefit Life will now handle . 


farm mortgage investments in South Da- 
kota. The Sioux Falls office has been 
consolidated with the Lincoln office. 





During the first five 
months of 1948 our 
Field Force wrote 28% 
more business than 
in the same period of 
1947. 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 











A TRIBUTE TO WINNERS OF 1948 QUALITY AWARD 


The Atlantic Life, recognizing that quality business can come only from 
quality underwriters, pays tribute to fourteen of its associates who have 
distinguished themselves by qualifying for a position among the select 
group of quality award winners for 1948. We are proud to recognize the 
following fourteen men for their ability as outstanding life underwriters. 
R. N. Flickinger * Horace F. Sharp 
Norfolk Agency Richmond Agency 


T. Whitt Greer R. Ben Sutton 
South Boston Agency Greensboro Agency 


George T. King, Jr. J. E. Williams 
Richmond Agency Petersburg Agency 


W. B. McSpadden D. Moody Yeago 
Bristol Agency Staunton, Va. 


ATLANTIC LIFE 


INSURANCE COMPANY 


Organized 1899 
RICHMOND, VIRGINIA 


Directing the Way Toward Financial 
Security Since the Turn of the Century 


Harry M. Piper 
Bristol Agency 
W. R. Repass 
Bristol Agency 
Henry D, Salter 
Walterboro, S. C. 
Willard S. Sawyer 
Silver Spring, Md. 


Clayton Demarest, Jr. 
Baltimore Agency 
R. L. Dobie 
Norfolk Agency 
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On January 25, 1867, the Equitable Life of 
Iowa was founded in Des Moines, then a 


frontier town of 8,000 people. 


‘The 81 intervening years have witnessed the 


development of that pioneer enterprise into a 


national 


institution. In contemplating the 


completion of its first century of service, the 


Company will continue to conduct its affairs 
in the sound, constructive and progressive 
manner which Time has so thoroughly tested. 


EQUITABLE —°  -<sijguee 


LIFE 


Founded in 1867 in Des Moines 


of IOWA 


bos om. J 
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Every dumb cluck in a barnyard knows... Just how 
that old, old story goes... For family protection from 
hawks and things... The chicks all scurry for mother’s 
wings. ..But for me and you 
there's a better way ... The 
All-Ways Plan of the B.M.A.!: 


THE 


B. M. 


Yeacncis Pte 
Casucanuce Ce. 


HOME OF COMPLETE PROTECTION 
A. BUILDING e KANSAS CITY, MO. 





NEWS ABOUT LIFE POLICIES 





| Mass. Mutual Has 
‘New Contracts 


Following are rates and illustrative 
dividends for Massachusetts Mutual’s 
new five year term policy. This policy 
may be renewed at the end of each five 
year period for a further period of five 
years but not to run beyond age 65. 
It is convertible as of attained age up to 
62 or as of original age during the first 
five years. Premiums shown at ages 
56-64, inclusive, are for renewal only: 


ILLUSTRATIVE DIVIDENDS END OF YEAR 


Age Prem. 1 2 3 4 5 
20 $ 7.67. $1.54 $1.63 $1.74 $1.86 $2.00 
21 7.80 1.54 1.65 1.77 1.91 2.07 
22 7.94 1.56 1.68 1.82 1.98 2.15 
23 8.09 1.60 1.74 1.90 2.07 2.24 
24 8.26 1.66 1.82 1.99 2.16 2.36 
25 8.43 1.73 1.90 2.07 2.27 2.47 
26 8.63 1.83 2.00 2.21 2.41 2.59 
27 8.84 1.92 2.13 2.33 2.52 2.72 
28 9.80 2.05 2.26 2.45 2.65 2.84 
29 9.30 2.17 2.36 2.56 2.75 2.93 
30 9.57 2.29 2.49 2.68 2.86 3.05 
31 9.86 2.43 2.62 2.80 2.99 3.15 
32 10.16 2.54 2.72 2.91 3.07 3.23 
33 10.49 2.64 2.83 3.00 3.16 3.32 
34 10.84 2.76 2.93 3.09 3.25 3.38 
35 11.22 2.86 3.02 3.18 3.31 3.46 
36 11.64 2.96 3.12 3.25 3.40 3.53 
37 12.09 3.05 3.18 3.34 3.47 3.59 
38 12.58 3.12 3.28 3.41 3.54 3.65 
39 13.11 3.22 3.35 3.48 3.59 3.71 
40 13.68 3.30 3.43 3.55 3.67 3.76 
41 14.29 3.37 3.49 3.61 3.71 3.81 
42 14.96 3.43 3.56 3.67 3.77 3.84 
43 15.69 3.52 3.63 3.73 3.81 3.90 
44 16.48 3.57 3.68 3.77 3.86 3.90 
45 17.32 3.62 3.71 3.80 3.85 3.92 
46 18.24 3.67 3.77 . 3.83 3.90 3.92 
47 19.23 3.72 3.78 3.86 3.89 3.91 
48 20.32 3.75 3.84. 3.87 3.90 3.90 
49 21.49 3.80 3.84 3.88 3.88 3.89 
50 22.76 3.82 3.85 3.87 3.88 3.88 
51 24.13 3.83 3.83 3.86 3.87 3.86 
52 25.63 3.83 3.85 3.87 3.88 3.88 
53 27.24 3.83 3.85 3.86 3.88 3.89 
54 29.00 3.86 3.87 3.89 3.92 3.93 
55 30.89 3.87 3.89 3.93 3.95 3.95 
567 32.96 3.91 3.95 3.97 3.99 3.99 
577 35.18 3.97 3.99 4.02 4.04 4.03 
587 37.59 4.01 4.04 4.07 4.08 4.08 
59f 40.21 4.08 4.11 4.13 4.16 4.13 
607 43.06 4.15 4.18 4.22 4.22 4.21 
617 44.72 4.18 4.23 4.23 4.23 cos 
627 49.49 4.25 4.26 4.27 aa 

637 48.32 4.30 4.32 ace 

647 50.23 4.38 Pe 





7On renewal only. 


A new series of juvenile policies issued 
at ages 0 to 4 for use outside the state 
of New York also has been introduced. 
These provide $1,000 immediate death 
benefit, except that policies issued at 
rated age 0 provide during the first pol- 
icy year a death benefit of $250 per 
$1,000 of sum insured. 

New ordinary life, limited pay and 
endowment forms have been prepared 
at age 0. The regular juvenile forms at 
present used only at age 5 or over hence- 
forth will be used down to age 1. Most 
of the plans previously available at ages 
5-15 also will be offered at ages 0-4. 
Insurance with retirement income poli- 
cies will not be written under age 5 and 
no retirement income policies under age 
1. Endowment:policies will not be writ- 
ten to provide for maturity prior to 
age 15. 

Policies may be issued on children 
down to one day of age in lieu of the 
previous minimum age limit of a month. 

The company is issuing a payor “death 
or disability’ benefit in addition to the 
payor “death only” benefit, and provid- 
ing for waiver of premiums to the in- 
sured’s age 25. Disability must occur 
before the applicant’s age 60. Annual 
premium rates are: 


ges 0 1 2 3 4 
Ord. Life ....$13.51 $13.59 $13.67 $13.71 $13.78 
10 Pay....0e- 38.40 38.63 


P. . 
Life Pd-Up 60 14.19 
Life Pd-Up 65 13.93 
15 Yr. End... 


20 P. End. 65 25.66 
Ret. Inc.55M. ... 
*Ret. Inc.60M. ... 
Ret. Inc.65 M. ... 
Ret. Inc. 55F.  ... 
Ret. Inc. 60 F. 











Ret.Inc.65F. ... 


Jefferson Standard Has 
Family Provider Policy 


Jefferson Standard has issued a n 
family provider policy. It is a preferr 
risk non-participating contract whi 























occurs during the first 20 years, but 
fore age 65. Face amount is paid 
death. After the initial insurance peri 
premiums reduce to those for prefer 
risk whole life, non-participating. Minj 
mum basic policy is $2,500. Annual pr 
miums for the first 20 years are: 


ge Prem. 
| ey $20.54 
ee AB 24.47 
oe 29.99 
OER ER EOC 37.77 


Guarantee Mutual Adds 
Renewable 5-Year Term 


Guarantee Mutual Life of Omaha has 
added five-year renewable and con. 
vertible term insurance to its sales port: 


20 to 55 inclusive. At the end of each 
five-year term, renewal for another term 
will be automatically effected on pay. 
ment of the appropriate premium. The 
contract finally expires at the end o 
the five-year term when the insured’ 
age on his nearest birthday exceeds 
years. 


Provisions for Conversion 


The five-year renewable term also r 
mains convertible until the policy anni 
versary on which the insured’s age near 
est birthday is 60 years. Conversion ma 
be either at the attained age or as of th 
date and age at the beginning of th 
five-year term during which the conver: 


applicants. 
permanent disability, 
contains a waiver of premium rider, re 
newal at the end of each five-year term 
will be automatic and the company will 
waive the renewal premiums to the end 
of the final five-year term. 


Amer. United New Dividends 


American United Life has authorized 
new dividend scales for policies prior to 
1948 for the dividend year from July 1 
to June 30, 1949. The dividend scale for 
current policies has been authorized for 
use through June 30, 1949. Interest rates 
on various policy funds have been ex 
tended until June 30, 1949. The com- 
pany’s dividend scale, with a few excep- 
tions, will begin hereafter on July 1, 





Issues Family Income Riders 


The Pennsylvania Mutual Life has 
introduced family income riders where 
the amount of insurance is $2,500 of 
more. Annual premiums at age 35 art 
$3.35 for 10 years, $4.94 for 15 years, and 
$6.94 for 20 years. 








Fidelity Health & Accident Mutual has 
been licensed in Ohio for life and A. & B 
Previously it had been licensed as & 
casualty company. 








‘| 6230 Waggoner Drive 


PENTER'S UNDERWRITER 


Accident — Health — Hospitalization 
An indispensable adjunct to Home Office, 
Branch Office, Underwriting and Claim 
Departments. Equally indispensable in 
training old and new life, accident and 
health agents in the profitable method of 
field underwriting. 


Practical Gift to 1947 Sales Club Members 
885 pages — 6” by 9” — Illustrated 
30 Chapters Single copy $10.00 
Paramount Publishing House 
Dallas 5, Texas 
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MANAGERS 


Abels Honored on 50th Anniversary 





New Hampshire Managers 
Elect Burroughs President 


MANCHESTER, N. H.—New 
Hampshire General Agents & Managers 
Assn. has elected 
the following offi- 
cers: President, 
Robert P. Bur- 
roughs, National 
Life of Vermont, 
Manchester; vice- 
president, Spencer 
S. Dodd, Concord; 
secretary-treasurer, 
Charles Cutter, 
Nashua. 

Mr. Burroughs is 
a former chairman 
of the Million Dol- 


R. P. Burroughs [at Round Table. 


Install New Okla. Officers 


The season closed for Oklahoma Gen- 
eral Agents & Managers Club with an 
informal dinner at Twin Hills Golf 
& Country Club. New officers were in- 
stalled: J. Bryan Johnson, Business 
Men’s Assurance, president; Harvey G. 
Kemp, John Hancock, vice-president, 
and Kenneth L. Aldrich, Guardian Life, 
secretary. About 30 members attended. 








The July meeting of the Life Man- 
agers & General Agents Club of Fort 
Worth was held Monday. 








Tells Agents About Trustees 


Believing that the agents in the field 
should know about the qualifications of 
the trustees who manage the company, 
Minnesota Mutual Life has compiled 
intimate sketches of the 13 men who 
make up the board. All are St. Paul men. 


Celebrating a 
half century of 
service with Frank- 
lin Life, Henry 
Abels, chairman, 
was honor guest in 
a short ceremony 
in his office at 
which he received 
felicitations and a 


diamond service 
pin, presented by 
R. Frederick, 


secretary, in the 
absence of Presi- 
dent Becker. Mr. 
Abels started with 
the company as auditor, later serving as secretary, becoming vice-president in 1918 
and chairman in 1944. In 1933, when the Illinois insurance code was being formulated, 
he acted as chairman of the legislative committee representing Illinois legal reserve 
companies. He is a past president of the American Life Convention. Shown in the 
picture, left to right, are Harry Gibson, purchasing agent; James Abels, agency 
statistician; J. V. Whaley, vice-president; Chairman Abels, Mr. Frederick, Floyd Short, 
chief underwriter, F. J. O’Brien, vice-president; and R. W. Leib, comptroller. 











revolt from the reputed left-wing organi- 
zation. Wade Meanor, ex-president of 
Local 65, has been elected temporary 
president of the new group. 


Introduces Hospital Policy 


Brotherhood Mutual Life of Fort 
Wayne has introduced a hospitalization 
and surgical benefit policy to be sold at 


ASSOCIATIONS 


Vincent at Corpus Christi; 
State Award Is Received 


R. Ronald Vincent, manager of Trav- 
elers at San Antonio, spoke to Corpus 
Christi. Assn. of Life Underwriters on 
“Sincerity in Selling.” 

‘Maynard Herbert, immediate past 
pesident, reported on the state conven- 
tion at Waco. 

J. L. Anderson, chairman of the state 
awards committee, presented the plaque 
awarded by the state association to Cor- 
pus Christi for being the most outstand- 
ing association in the state. 


Stewart N. H. President 


New Hampshire Stute Assn. of Life 
Underwriters has elected as president, 
Peter R. Stewart, and vice-president, 
Arthur J. Pariseau, both of Manchester. 
Directors are Hugo J. Lindahl, Gordon 
E. Wheeler and Charles W. Ladd of 
Manchester, Charles Cutter of Nashua 
and Arthur Mills of Dover. 








Waterloo — Warren F. Roudebush, 


. Northwestern Mutual, was named presi- 





franchise to small groups. The policy 
provides daily hospital benefits, miscel- 
laneous hospital expenses, accidental 
death and dismemberment benefits and 
with it may be purchased a surgical 
rider of $100 maximum or a $150 maxi- 
mum benefit table. 


More Desert VOPWA 


PITTSBURGH—The 250 members 
of what was formerly Local 65 of United 
Office & Professional Workers. of 
America voted unanimously to ask for 
a charter in the Paperworkers Indus- 
trial Insurance Workers division of 
CIO. Randolph R. Randlett, former 
UOPWA organizer, was leader of the 
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WHICH ARE YOU? 


Two men, working side by side, were 
approached by a stranger who asked 
them what they were doing. The first 
workman, seemingly weary and lifeless, 
mumbled, "'l am cutting stones." The 
other workman answered, "'l am helping 
to build a cathedral," and the stranger 
could see his warm friendly eyes as he 


"Stone Cutters" 
Builders" are also to be found in the 
business of life underwriting. Which 








George Albert Smith, President 


policy to his age 65. 


Need we say more? 


and "Cathedral 










Salt Lake City, Utah 

















MORE PEACE OF MIND: PER, PREMIUM) DOLiAgia 


THE MOUNTAIN GOES 
TO MAHOMET 


L WOULD BE HANDY if Family Income needs al- 
ways came in neat, round figures of 10,15 or 20 
years. The standard 10, 15 or 20-year Family In- 
come policies would always fit. 


It would also be handy if husbands and wives were 
always the same age. A Family Income to age 65 
would always bridge the Social Security gap. 


But some buyers’ families will need income for 17 
years, others for 27 years, and still others for half 
a century. And the widow who was ten years 
younger than her husband will have a long wait 
for Social Security benefits under a Family Income 


Hence Occidental’s new Family Income plan that 
pays to any selected age of the beneficiary, 10 to 
50 years. Written on Term, Life and Endowment 
plans for $10, $15 or $20 per month, 


Now, for the first time, you can fit the policy to 
the need instead of fitting the need to the policy. 


ccidental Life 


INSURANCE COMPANY of CALIFORNIA 


V. H. JENKINS, Senior Vice President 


“WE PAY AGENTS LIFETIME RENEWALS — THEY LAST AS LONG AS YOU DO” 
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PROMPT SERVICE 


with Complete Brokerage Facilities 


TO $200,000 SINGLE PRE- 
MIUM on Life, End. and 
Annuity Plans 

LOW TERM RATES on 5, 
10, 15 and One Year Renew- 
able Plans 


FAMILY INCOME TO AGE 
65 — also regular 10, 15 and 
20 year F.L.B. 


FOREIGN TRAVEL and 
RESIDENCE COVERAGE. 


DOUBLE FAMILY INCOME 
BENEFIT ($20 monthly in- 
come per $1000) 


MORTGAGE REDEMPTION 
PLANS — geared to F.HLA. 


PENSION TRUSTS — with 
Life Insurance or 100% on 
Deferred Annuities 


INSURANCE ON SE- 
LECTED DIABETICS UP 


PARTICIPATING and NON- 
PARTICIPATING RATES 


INSURANCE IN FORCE 1,095 MILLION DOLLARS 


(Including Deferred Annuities) 
ASSETS, 358 MILLION DOLLARS 


THE 


MANUFACTURERS 


























INSURANCE LIFE COMPANY 
ae HEAD OFFICE © TORONTO, CANADA 
- PROVIDING PROTECTION. 
a 








dent following the resignation of Clar- 
ence R. Runion, previously elected pres- 
ident who was transferred to Des Moines 
by Prudential as assistant manager. 
Other officers named were C. R. Wallace, 
Bankers Life of Iowa, vice-president, and 
J. O. Burright, Minnesota Mutual, sec- 
retary-treasurer. 

Wilmington, N. C.—Harlan L. McPher- 
son was installed as president succeed- 
ing W. G. Head. A. Raymond Crow is 
vice-president; George Ross, secretary; 
J. G. Dixon, treasurer. 

San Diego—Officers elected are: Presi- 
dent, J. W. Tetley, Business Men’s Assur- 
ance; vice-president, John Darling; 
secretary-treasurer, J. M. Culver; nation- 


al committeeman, John Jackson, Sun 
Life of Canada; directors, Kenneth 
Stevenson, R. G. Lawhead, Adam J. 


Kupiec, C. L. Clark, P. J. Hartley, A. M. 
McNeil, and A. J. Gillette. National qual- 
ity awards were presented to 30. 

Norfolk, Va.—C. M. Earley, Fidelity 
Mutual, was elected president; J. 
Leonard Todd, Union Life, 1st vice-presi- 
dent; W. Barton Baldwin, Provident 
Mutual, 2nd vice-president; Julian A. 
Bryant, Reliance Life, secretary- 
treasurer; W. F. Yates, Jr., Lincoln Na- 
tional; G. lL. Hilyer, Prudential; R. G. 
Bosher, Jefferson Standard, O. C. Davis, 
Home Beneficial, and B. W. Chippendale, 
Provident Mutual, directors. 

St. Petersburg, Fla.—The annual out- 
ing and installation of officers was held 
July 9 at Sunset Beach. 

Marin County, Cal.—New officers are: 
C. Dudley Cantua, Phoenix Mutual, presi- 
dent; R. Robert Nelson, Penn Mutual, 
vice-president; Charles Jones, Penn 
Mutual, secretary-treasurer. Mr. Cantua 
succeeds Albert Whale, first president 
of the organization formed a few months 
ago. 

Louisiana—D. L. Myrick, Great South- 
ern, Lake Charles, was elected president 
at the annual meeting held in Alexandria, 
succeeding J. D. Carroll, Provident Life 
& Accident, Monroe. 

Canton, 0. — Officers elected: George 
Walker, Franklin Life, president; F. G. 
Flood, National Life & Accident, vice- 
president; P. J. Paul, Equitable Society, 
secretary-treasurer (reelected); D. R. 
Eicher, Ohio National, assistant secretary 
(reelected); N. J. Tschantz, Ohio Na- 
tional; L. W. Guernsey, New York Life; 
W. H. Smith, Manhattan Life; Melvin 
Tilley, Jr., John Hancock, and James 
Toohey, Metropolitan, directors. 

New Haven.—New officers are L. Kent 
Babcock, Jr., president, succeeding Wil- 
liam J. Clancy; Joseph W. McQuade, vice- 
president; Sidney S. Silverberg, second 
vice-president; Thomas A. Smith, treas- 
urer; Harry L. @eiger, secretary, Sher- 
wood E. Eberth, national committeeman. 

Nashville.—A training will be held, be- 
ginning Oct. 28. It will be in two sec- 
tions, one on programming and business 
efficiency of the agent and the other on 
estate analysis, business insurance and 
mass coverage. Frank H. Pinzy, Fidelity 
Mutual, will be instructor. 

Knoxville, Tenn.—New officers are 
Horace A. Calkins, president; William R. 
Middleton, vice president; Fred G. Den- 
ton, secretary; Paul T. Layman, treasurer. 








Bankers Discuss Ways . 
to Increase Insurance Sales 


In a series of panel discussions at the 
annual tri-state conference on savings 
banks life insurance at Watch Hill, 
R.I., the bankers discussed a number of 
ways in which they could improve their 
competitive position. 

Among the points were broadening 
policies to provide: Settlement options 
similar to those offered by competitors, 
waiver of premium and/or double in- 
demnity, payor clause, weekly payments, 
and family income riders. 

Also, are savings banks neglecting 
a demand for annuities and retirement 
income insurance policies? How can 
greater uniformity be achieved, dupli- 
cation eliminated, and efficiency in- 
creased to reduce costs? Should non- 
medical limits be exended? 

Should policies be sold in premium 
units in addition to benefit units? Should 
personnel be educated to handle pro- 
ramming and taxation? What sery- 
ices should be offered by the bank in 
the event of lapse or death? What 
should be bank management's interest 
and effort to establish savings banks 
life insurance in other states? 


NEW YORK 


REARRANGES COURSES 


The school of insurance of the Insur- 
ance Society of New York has rear- 
ranged its curriculum for the 1948-1949 
school year, by dividing its 52 subjects 
into four fields: Agency and brokerage, 
gait and surety, fire and marine, and 
ife. 

Two courses are offered in life. They 
are “life insurance underwriting” and 
“life insurance principles.” All of these 
courses are available under the G. I. 
bill. An orientation class is designed 
for those who are new to the business. 

Immediate registration is urged as 
classroom facilities are limited and 
many applicants had to be refused last 
year. 








0. A. KREBS OUTING 


The O. A. Krebs agency of Aetna 
Life, New York City, will hold its out- 
ing July 20 at the Tamarack Country 
Club, ‘Port Chester, N. Y. Following 
a dinner production awards for the year 
will be presented. Richard I. Reich will 
receive the award as chairman of the 
“Big Ten,” top producers group. John 
T. Balfe has earned-one for being on 
the Big Ten list 11 of the 12 months of 
the year. 





WOMEN’S LEAGUE ELECTS 


Dorothy M. Boond, New York Life, 
has been elected president of the League 
of Life Insurance Women of New York. 
Other officers are Edyth Milton, 
Equitable Society, 1st vice-president; 
Nellie R. Leeds, Equitable Society, 2nd 
vice-president; Vera Sundelson, Equit- 
able Society, 3rd vice-president; Ethel 
Bregen, Penn Mutual, secretary, and 
Ruth (Geller, Home ‘Life, treasurer. 
They were installed at a garden party 
at the home of Elsie Matthews of Man- 
hattan Life. 





A JUVENILE'S 
APPRAISAL 


We are letting a juvenile 
member of Royal Neighbors of 
America write this advertise- 
ment. 


In appraising her member- 
ship in Royal Neighbors of 
America she wrote: 


“Training received in our 
Royal Neighbor juvenile camps 
develops honest, successful, self- 
reliant and trustworthy citizens. 
Juvenile ritualistic work and 
activities develop leadership. 


“Royal Neighbor juveniles 
are taught to be kind and help- 
ful. They are urged to call 
upon those who are sick and in 
distress and so help to lighten 
their burden. In doing these 
things they serve mankind and 
in turn their country. And last, 
but not least, the society pro- 
vides valuable life insurance, 
based on the lesson of thrift, 
and a free health service.” 


ROYAL NEIGHBORS 
OF AMERICA 


SUPREME OFFICE, ROCK ISLAND, ILL 





July 3 
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~ CHICAGO 


HAMILTON FUND CHIEF 


W. W. Hamilton, manager of the Chi- 
cago Board of Underwriters, has been 
appointed chairman of the insurance, 
real estate and loans section of the 1948 
Chicago Community Fund. Co-chair- 
man is Louis Ollmert, Chicago manager 
of Aetna Casualty. 





RENO MEN TO CONFER AT MACKINAC 


The annual educational conference of 
the Robert R. Reno agency of Equitable 
Chicago will be at Grand 


Society in 
hotel, Mackinac Island, July 18-22 
Twenty- -five agents qualified for 8 


trip and the party, including wives and 
guests will number 43. 

Besides Mr. Reno and other mem- 
bers of the agency, there will be the 
following guest speakers: Harry G. 
Horder, chairman of Horder’s, Inc., Chi- 
cago Stationers, who will speak on 
“Merchandising Today” ; L. G. Owens, 
agency assistant in the north central 
department of Equitable; Clifford Lund- 
gren, Equitable manager at Detroit; 
Howard Pierpont, Equitable group man- 
ager at Chicago, and Thomas Murray, 
Equitable’ s assured- home-ownership 
sales supervisor in Chicago. 


John C. Clasper, Reno agency, Equi- 
table Society, Chicago, has “qualified for 
the Million Dollar “Round Table. He 

specializes in estate planning, pension 
trusts, and group insurance. 


RECORDS 


PACIFIC MUTUAL—New life insurance 
written in June totaled $12.025,000, gain 
19% over the same month of 1947, and 
on a paid basis, $9,003,000, gain 17%. 
For the first six months, written total 
was $63,692,000 decrease 1%, and paid 
for $56,177,000, gain 18% Commercial 
accident premiums paid in June totaled 
$47,891 gain 7%, and for six months, 
$169,894, decrease 1%. 

WEST COAST LIFE—In the first six 
months, ordinary business was 20% 
ahead and group is far beyond expected 
increases. June was about 50% increase 
in new business compared with June, 
1947. 

NORTHWESTERN NATIONAL—Sales 
of $35,746,885 in new ordinary business 
are reported for the six months ended 
June 30, the largest first-half business 
in the company’s history, 12% better 
than the first six months of 1947, and 4% 
above the first half of 1946, previous rec- 
ord for the first six-months period. 

PHILADELPHIA LIFE—Paid business 
for June was $1,900,000. For the first 
half haga) it was $12,250,000, up approxi- 
mately 100%. In force at June 30 was 
$96,750,000, up 9% from Dec. 31. 


MUTUAL BENEFIT LIFE—June new 
business paid for was $19,662,556, up 
22%; six months’ figure was $113,418, 661, 
up 13%. 

Carl Leonard agency, Guarantee Mu- 
tual, Tulsa—Led the company for the 
first six months. Victor de Gomez of Los 
Angeles led all Guarantee Mutual per- 
sonal producers for the first six months. 
He has been leading agent for six years. 




















Adams New Toledo Head 


William G. Adams of Aetna Life has 
been elected president of the Toledo 
C.L.U. chapter. He succeeds ‘Charles E. 
Spencer. William H. Mauk is vice- 
president, and Floyd C. Brown, secre- 
tary-treasurer. 


Results for First Six Months Given 


L.L.C. Chieftains _ 





New Bus. 
948 
American National ...... $163,511,676 
Central Lsbie, BO. si0is.6 © sn ote 10,051,127 
Continental American 10,054,4 


Dominion Life 
Equitable Life, D. C. ..... 


Jefferson Standard ...... 64,578,885 
Bepiate:: Lite occ cw cl ccians 27,679,723 
PP SOS FU Ceara 112,267,838 
Manhattan Life ......... 14,543,716 
Monumental Life -........ 43,026,614 
New England Mutual .... 130,562,875 
New York Life ....ccsess 432,970,500 
North American Life, Can. 47,478,891 
Northwestern Mutual .... 228,201,467 
Northwestern National ... 48,485,024 
Phoenix Mutual ...ccccee 53,383,000 
Provident Ia & A... .cccees 54,204,592 
Shenandoah Life ........ 11,623,490 
Ch A) i” eee 20,641,227 


Woodmen of the World... 43,617,092 





New Bus. 1948 Ine. 1947 Ine. 

1947 in Force in Force 
$162,356,135 $ 61,077, 506 $ 61,500,928 
11,066,660 4°416 1812 6,700,098 
10,996, 295 + 036,901 6,807,044 
22,812,852 18,727,320 10,512,992 
22,652,454 11,555,900 11,373,988 
59,678,913 41,294,947 39,453,537 
32,397,580 9,741,942 15,002,829 
102,766,818 83,569,450 73,446,707 
15,799,182 6,169,329 9,327,738 
38,090,776 20,920,896 16,020,595 
156,216,857 $8,923,963 112,936,916 
438,630,400 246,800,000 255,700,000 

33,714,331 34,591,671 22,182,77 
265,105,770 170,777,246 211,183,426 
36,448,245 37,971,861 22,528,430 
48,649,000 33,447,000 32,483,000 
75,252,356 55,316,341 54,073,166 
13,567,927 3,876,360 4,529,930 
19,919,067 6,927,572 7,395 et 9 

41,406,790 10,528,143 11, Shown in conference here are the two 


033,8 








main chieftains of Life Insurers Confer- 





Upholds Profit Motive in 
Hospital-Medical Cases 


(CONTINUED FROM PAGE 2) 
same yard as other 
the “Journal” goes on. Surplus funds 
have been tapped heavily, and the non- 
profit programs have increased pre- 
miums, as much as 35% in Rhode Island 
where enrollment is the highest in the 
country and where a tremendous re- 
serve fund already existed. 


insurance groups, 


Latest Case of Misrepresentation 


Stating that it is not holding a brief 
for the insurance industry but is sim- 
ply lcoking for the lowest practicable 
cost to extend surgical care on a pre- 
paid voluntary basis, the “Journal” calls 
attention to “the latest classic in mis- 
representation of the profit versus the 
non-profit program.” 

In 1947, the American Medical Assn. 
set up a program providing hospital, 
surgical and in-hospital medical care 
benefits for its employes. Blue Cross 
of Chicago wrote the hospitalization and 
Metropolitan Casualty the surgical and 
in-hospital medical care, the latter be- 
cause there did not exist in Chicago or 
Illinois a medical society-sponsored sur- 
gical plan. 

During the year Blue Cross raised 
premium cost by some $1,600. When 
the contract was renewed in March, 
1948, Blue Cross gave no assurance it 
wouldn’t raise its rates in the ensuing 
12 months. ‘Contracts from insurers 
were sought, and a contract with Con- 
tinental Assurance purchased covering 
hospitalization and_ surgical - medical 
care. Promptly there was a flood of 
criticism by medical journals, non-profit 
plans and medical associations, charging 
the A.M.A. had sold out to insurance 
interests. 


Cost $2,277 Less 


The true story is that there was no 
non-profit plan available when the Con- 
tinental Assurance contract was placed. 
On the contrary, the Illinois Medical So- 
ciety is developing a plan similar to that 
in Rhode Island that utilizes the insur- 
ance industry. The issue therefore cen- 
ters around the program offered by the 
non-profit hospitalization organization 
which claims it wants competition from 
the insurance industry. 

“But by purchasing a contract from 
the profit making company the A.M.A. 
will pay a reported $2,277 less annually 
than it would have had to pay the non- 





General Agency Openings in California and Texas 








If you are between the age of 25 and 40—have had a few years’ experience selling 
@ reasonable number of cases and volume each year—are looking for a General 
Agency and want to move to either California or Texas—this may be it! 


In writing, give age, education, experience, background, condition of health, length 
of time in the business and production—also any other points of interest. 5 


Write to Box R-2, The National Underwriter. 
175 W. Jackson Blvd., Chicago 4, Illinois 





profit plan for contracts not nibeiles as 
substantial benefits. 


its can be prevented” 
“In effecting such preventive measures 


ence (formerly Industrial Insurers Confer- 
ence). At the left is H. C. E. Johnson, 
president of Inter-State Life & Accident 
and president of L.I.C. and to the right is 
Martin B. Williams, executive a of 


“Abuses in the form of excessive prof- 
the article states. 


there is no need to destroy the system 

by the substitution of monopolies or Se ee ee = 
non-profit programs, any more than In honor of his 5th PORES IET as 
there is need to regiment the entire general agent at Newark of Penn Mu- 


medical profession 
cal care in certain 
or among certain 
all sections.” 


tual Life, Harry O. Rasmussen was 
presented a brief case and a volume of 
business written of over $500,000 by 
his associates and office staff. 


to improve the medi- 
areas of the country, 
groups of people in 
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ALL THE NAME IMPLIES 


SECU 


for the youth 
and our Agents 














The plans you make and the habits formed by that youngster of yours may 
vitally influence his whole life. Today, if he’s less than 9' years old, you can 
initiate his habit of thrift and also start him on an insurance plan which increases 
5 times (up to $15,000) at his age 21 . . . but the low premium remains the 
same. It gives him whole life insurance protection, savings and insured insur- 


ability. Ask about 


THE SECURITY JUNIOR ESTATE PLAN 


Agents of this Company also establish habits which lead to a successful future. 
Our Compensation and Retirement Agreement for Full Time Life Agents includes 
many features for this purpose . . . provides for the future through combined 
non-contributory retirement and social security; meets the present with its group 
life, hospital and surgical benefits. Liberal commissions, plus a training course 
which brings results, help the young producer to a fast start. 


Security Mutual Life Insurance Qompanp 


BINGHAMTON, NEW YORK 
FREDERICK D. RUSSELL, President 
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a7 Group Premiums Topped $1 Billion 


(CONTINUED FROM 


PAGE 1) 





clude 6,841 policies written under the 
new California unemployment compen- 
sation disability law, which made pro- 


months, 602,000 workers, nearly one- 
third of the workers in the state com- 
ing under the law, were given $13,700,- 


by 30 different companies. 

Of the total 1947 group premiums 
and considerations of $1,157,700,000, 
group and wholesale life accounted: for 
$402 million, group annuities for $4494 
million and group A.&H. for $360.2 
million. For the 1946 total of $915,- 
300,000, the corresponding figures were 


million. 

The accompanying table compares the 
1947 and 1946 figures for the various 
group coverages. Master policies and 
certificates providing more than one 
coverage were counted for each kind 
of coverage. Some of the 1946 fig- 
ures have been revised since their first 


publication, owing to the elimination of 
some business previously considered 
group but now not so classified and the 
use of more accurate data for companies 


tection of California workers manda- 000 weekly indemnity protection under 
tory after Dec. 1, 1946. In the first 43 these privately insured plans written 


Total in Force December 31 


$339.8 million, $346.8 million and $228.7 


New Business Issued During Year Y 
Premiums 
























s . id- . * ; 
ache Number Number of Number Number of and Consi whose business was previously 
nl Eng i of Master Individuals Total Amount of Master Individuals Total Amount ee estimated: 
Group Life (excluding Group Creditor’s Year Policies Covered gn.152,b00.000 ‘a. Byte I of Pepe ae ety pot 
if Wholesale Life)..........++++5 1947 7,760 1,321,000 2, , , , , , , ’ , 5%, , 
a onabii tl: TE ee eee Fee eee Eseeea President J. Howard Oden of Nort 
3 i P MED cecvccvvcccpeceseee 7 ,600 883,000 294,300,000 7,1 Fi ‘ 5,500, 7,200, ‘ . : t 
(oT: gaa cian ; i946 1240 636,000 236,600,000 6,030 2,375,000 567,400,000 4,600,080 American Reassurance is due back in 
WEPENEID SAGO ccc cevcveceecececteveces 1947 4,630£ 74,000 rb peace ig ne ey yt cee con aee aes New York Tuesday after an extended 
2 27, ’ , 348, ’ ’ ’ , - A . 
Group Annuities iat $4,000 "10,000,000* 1.990 1,732,000 380,700,000" 449,500,000 business and pleasure trip in Europe, 
PRIOR Seis ee cecevivevetee 1946 160 72,000 7,100,000* 1,800 1,470,000 324,800,000* $4¢.090,000 He visited Zurich, Paris, London and 
Ss HE ET be ie kd SH dade cde ncawos 1947 ees wre eget ape car aee tocaaeanet hy bea oe Scotland. With him are Mrs. Oden and 
1946 4,820 905, 7,200, 26,57 ,135, 25,900, ,800, R 
Group Hosp, Employe Coverage......... 1947 8,490 1,243,000 7,300,000t 27,750 7,110,000 36,300,000 53,100,000 their youngest daughter, Frances. 
1946 5,580 1,056,000 5,500,000t 21,040 5,973,000 27,200,000t 38,000,000 
Dependent COVOTRSO 6oicccccccccccces 1947 6,060 1,696,000 8,900,000t 16,050 7,080,000 32,900,000¢ 38,800,000 
1946 3,480 1,136,000 4,900,000t 10,510 5,342,000 20,700,000t 25,790,000 
Group Surg. Employe Coverage ....... 1947 7,630 1,068,000 167,400,000§ 25,610 6,529,000 959,200,0008 32,600,000 
1946 5,830 1,137,000 160,300,0008 19,890 5,534,000 773,900,0008 27,100,000 
Dependent Coverage ........-..e000- 1947 4,980 1,338,000 186,100,0008 11,510 4,574,000 568,200,0008 19,900,000 
1946 2,850 1,004,000 113,300,000§ 6,700 3,127,000 329,400,0008§ 13,100,000 
Group Med, Ex. Employe Coverage 1947 1,990 8 Sallie IS BoE e 4,180 852,000 3,700,000 
1946 980 Ses 5 es) aWReeae 2,490 494,000 2,100,000 
DepemGent. COVETATO «oo scccvcccccess 1947 380 | eee se 580 246,000 600,000 
1946 110 SZ000 «= ceiseccese 200 73,000 ‘ a sie 7 pore 
Group, Accidental D.. 2. D. ..iccccccescs 1947 5,830 687,000 1,316,700,0009 24,330 4,979,000 601,0 0,000 +200, 
1946 3,990 661,000 1,157,600,0004 19,430 4,460,000 8,406,700,000°F 9,600,000 CALIFORNIA B 








£Units. *Annual income, tWeekly indemnity. tDaily benefit. $Maximum surgical benefit. {Principal sum. 


Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


600 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


ILLINOIS 
THOMAS and TIFFANY 


CONSULTING ACTUARIES 





= Long-Term Press Relations 


RETIREMENT INCOME ENDOWMENT AT 65 _— "a" Gets Good Results 


(CONTINUED FROM PAGE 3) 
Male Age 35 go to considerable trouble to get the 
facts. 

However, even those dealing exclu- 
sively with business information and 
interpretation have so much ground to 
cover that it is not at all surprising that 
occasionally they reach conclusions that 




















$477.70 Annual Deposit 

$10,000 (or cash value if greater) insurance 

$100.00 Guaranteed Monthly Income at 65 (10 Yrs. Certain) 
$27.68 Additional Income from Accumulated Dividends* 











End of Year Guaranteed Cash Value *Acc. Dividends do not jibe with the facts as those in 211 West Wacker Drive 
5 $ 1,631.50 $ tye the insurance business know them. CHICAGO 6: 
10 3,746.30 . Mutual Life believes that a continuous - AAS. AAI 
20 8,941.40 2,083.00 job needs to be done in providing news- 2 be Tiffany Bs oon 
30 15,870.00 4,394.20 paper people with correct information 
in non-technical terms. The company d 
A BRIEF SUMMARY: has yet to find a reporter, editor or H S. T; 1& ° 
j j arry le Associates 
Guaranteed Cash Value at 65............eceeescececees $15,870.00 columnist who does not nhig thn ia a Gucitad dike iad 
Total Deposits to Age 65............seceeceeeseeuss ..« 14,331.00 straightforward effort of this kind. end Admits 
iniiotnteaiiieteto As an illustration, when the companies eo a. © 3, Hinels 
Guaranteed Profit Plus Protection.................0+++ $ 1,539.00 were cutting dividends to accord with Por nally 4 gid 
*Accumulated Dividends at 65...............0sceeeeees 4,394.20 reduced interest earnings and the new [I 4g ysl MALIA. 
Seas, L CSO mortality tables, newspapers out- |] me Wolfman, F-A.IA. 1a. Wm H. Gillette, C.P.A. 
Total Profit Plus Protection....................+s00008 $ 5,933.20 side of New York City expressed an |] % 4, "SuhnuncPas cbert Musray 


*Based on Present Scale, not guaranteed. 





MUTUAL TRUST LIFE 
INSURANCE COMPANY 


Chicago 


One of the Lowest Net Cost 
Companies in the United States 

















$390 to *6°° single 


1000 Rooms — 1000 Baths 





WHERE 
Here at the 


hotels. 
bath. 





Pr 


at 14 East 28th § 


Charles I 


Doubie room with bath from $5.00 


ince George Hotel 


Rogers, Jr. ~. 


YOUR,COMFORT COMES FIRST 


Prince George guests enjoy the homey luxury 


and genuine comforts seldom found in other New York 
1,000 spacious, tastefully furnished rooms, all with 
Five famous restaurants and a cafeteria. Quiet, yet 
within 8 minutes of the shop 
the Prince George New York 
Write for booklet NUL. 


ping district. Low rates make 


8 most outstanding hotel value. 


Single room with path from $3.00 






treet New York 16, N.Y. 


Viuamager 






















interest in knowing why. A reporter 
representing one of the wire services 
called a friend at Mutual Life to see 
it he could get straightened out on what 
was occurring. A simple, non-technical 
statement was prepared explaining ex- 
actly what was happening and why. The 
reporter was tickled to death to get it. 
Several papers had asked for a story, 
and he put it on the wires. A number 
of newspapers picked it up. From the 
outline that he received, the reporter 
was able to write an accurate explana- 
tion. Editors were glad to get such a 
presentation. It had the smack of 
authority. Handling in this way pre- 
vented a lot of misunderstanding. Cus- 
tomers of the wire service complimented 
it on the story. One newspaper wrote 
an editorial using the facts in the story. 
It even got on the radio in a localized 
fashion. 


Revamp L.IA.M.A. Dep't 


Because of L.I.A.M.A.’s greatly ex- 
panded research program, the statisti- 
cal department has been arranged with 
two sub-departments. Miss Marilyn A. 
Griffin will head the statistics depart- 
ment and Miss H. Virginia Fischer 
will head the processing department, 


both departments operating under the . 


supervision of Miss Marjorie Taylor, 
head of the statistical department. Miss 
Griffin has been with L.I.A.M.A. for 
2% years as a statistical assistant. She 
attended Connecticut College for 
Women. Miss Fischer has been an as- 
sistant in the statistical department for 
a year. She is a graduate of Smith Col- 
lege and is a daughter of Vice-presi- 
dent Chester O. Fischer of Massachu- 
setts Mutual. 




















INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis — Omaha 


MICHIGAN 
ALVIN BORCHARDT 


Consulting Actuaries 


76 West Adams, Detroit 26, Michigan 
Phone CAdillac 9515 


NEW YORK 


Consulting Actuaries 

Auditors and Accountants 
Wolfe,Corcoran andLinder 
110 John Street, New York, N. ¥. 


PENNSYLVANIA 


FRANK M. SPEAKMAN» 
CONSULTING ACTUARY q 


Associate 


E. P. Higgins 
PHILADELPHIA 
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current John Hancock advertisement which indicates how the spirit of American inde- 
pendence is fostered and strengthened by Life Insurance. So that these benefits may be shared by 
all, the John Hancock offers life insurance in all its forms: life, endowment and term policies, 
juvenile insurance, retirement income policies, annuity contracts, and all plans of group coverage. 





" faith the 
poems: 1 message of 
immort? 


w - 
American life 











A UNIQUE IDEA... 


Northwestern Mutual Policyholders 


receive 2 Reports annually 


Published along with the regular Annual Report of 
Northwestern Mutual, there is a special kind of report, 
made by the Examining Committee of Policyholders. 

This “second” report reviews the investment policy 
of the Company—gives a first hand study of Field and 
Home Office operation and organization—and contains 
a special audit prepared by auditors independently ap- 
pointed by the Examining Committee. 

The Committee itself is each year made up of five 
representative policyholders. A new Committee is ap- 
pointed each year by the Board of Trustees to make this 





It is the unan 
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continue to receive dependable li 


imous opinion of this Com 
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d every policyholder can 
ed: by adequate, con 


manageme beli 
be assured that his insurance 


servative assets and that he will 
fe insurance at low Cost. 


unusual study. Members travel from all parts of the 
country to the Home Office . . . leave no stone unturned 
in conducting their survey. 

Members of the 1947 Committee were: W. E. Buchan- 
an, President, Appleton Wire Works, Inc., Appleton, 
Wisconsin; W. B. Greene, President, Barber Greene 
Company, Aurora, Illinois; Joseph P. Kasper, President, 
Associated Merchandising Corp., New York, N. Y.; 
Dave D. Price, President, The Economy Company, Okla- 
homa City, Oklahoma; Robert P. Robinson, Wisconsin 
State Senator, Beloit, Wisconsin. 





ienenigg gillian tes 


mittee that our Com- 
nt. We believe that 


Excerpt from the 1947 Report 
of the Examining Committee of Policyholders 


This is another reason why no company excels North- 
western Mutual in that happiest of business relationships 
—old customers coming back for more. 


The NORTHWESTERN MUTUAL Life Insurance Compan 


FOUNDED 1857 ° MILWAUKEE, WISCONSIN 








